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BEL-MEADE 





Whether it's a small home or a large project, Superior Unit Wood Windows and Nu-Style 
Unit Wood Cabinets are ideal products. They offer tremendous advantages in reducing building 
costs and low maintenance. With Superior Windows, the sash can be installed and removed 
while plastering or painting; in fact, at any time during construction prior to the application of 
inside stops. The Superior, patented, yamb-liner weatherstrip which offers this flexibility also 
equalizes dimensional variations in the window. And . . . this provides a weathertight, snug 
fitting sash which slides easily all-year-round. 











The features of Nu-Style Cabinets are also many! They provide utmost convenience 
maximum utility absolute economy and greater flexibility. They can be scribed or sawn, 
and they can be enameled any color or finished natural 


Bilt-Well Products are distributed by leading woodwork jobbers throughout the 37 Eastern 
States 


CARR, ADAMS & COLLIER CO., Dubuque, lowa 


Manufacturers of The Bilt-Well Line: Superior Unit Wood Windows « Exterior & 


Intertor Doors « Entrances & Shutters « Clos-tite Casements « Carr-dor Garage Doors 


Basement Unit Windows « Louvers G Gable Sash + Breakfast Nooks « Combination Doors 
Screens & Storm Sash « Corner (China) Cabinets + Gli-dor Cabinets « lroning Board 
Cabinets « Mantels & Telephone Cabinets « Multiple-Use & Linen Cabinets + Statr Parts 
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Briggs tour exciusive decorator colors, plus white. now 
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Briggs Manufacturing Company - 3001 Miller Ave., Detroit 11, Mich. 












w10% additional cherge for col. 


os wore applies to complete sets 
including Briggs brass fittings. 
COPYRIGHT, 1950. BRIGGS MANUFACTURING co 








SEA GREEN 


Think of it! Days—not months—to 


only 155 man-hours to | ~ 7222.2 


have ever constructed. And this 


7 — 7 li- 
erect this better house | 2. 220" 


financing and selling. 








PREFERRED HOMES 
GO UP FASTER ...EARN BIGGER PROFITS 


The time element is only one item in your P&H profit picture. ALL THE SALES APPEAL OF 
Consider the cost factor. P&H Preferred Homes give more ac- HIGH QUALITY HOUSES 


curate control of building costs than you have ever known! : : 
‘ : é : @ 3 full-sizes: 24 wide by 23% long. 
Most important of all, here is a profit opportunity not equalled in 24’ wide by 32° long 


any other type of building. You can meet the price demands of the : 
market...and earn a reasonable profit on four to five times as many 
homes as you can build by conventional methods. And you'll sell 
them, for here is sales appeal that has proved itself wherever P&H 
Preferred Homes have been shown. ®@ Choice of two or three bedrooms 


wide by 36° long. 


@ Large living room 11 x 17 


@ Joint-free, crack-proof walls 


These important reasons, with the economies of mass production, 
explain why so many profit-wise builders are turning to P&H Preferred 
Homes in ‘50. Start now, for a really profitable building year. 


Send today for all the facts about P&H Preferred Homes. @ Choice of heating equipment 
; @ Highly rated for FHA financing 


en 


@ Flush doors throughout 


@ Built with or without basement 





PRE-ASSEMBLED 
HOMES 


303 North Spring Street 
Port Washington, Wisconsin 


HARNIS SEEGER 
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Company 


d Clarkson, Architects, 
w York, ¥. i 


for the Mosaic Tile 


A study 


by Petroft an 


132 East Seth Street, Ne 


To see how well tile fits modern construction — one floor, no basement — 

The Mosaic Tile Company engaged the New York architectural firm 

of Petroff and Clarkson to design tile into a residential building as floor 

and wall surfacing. 

The architects developed this living-dining area and indicated the use 

of tile as a finish floor over a slab for a building to be heated radiantly. 

Tile was also specified as a maintenance-free wall surfacing and for 
NEW FACTS ABOUT other practical uses. 

Last fall, the Petroff and Clarkson study was mailed to 15,000 architects 

throughout the country. Their interest and acceptance of tile for finish 


¢ 
uild 4 flooring has been extremely gratifying. 
The Mosaic Tile Company will be delighted to send you a personal copy 
of this complete study. It has been demonstrated that tile can be used 
in this way at a cost well within your budget. 
Write for these folders today to Dept. 12-10 The Mosaic Tile Company, 
Zanesville, Ohio. 


THE MOSAIC TILE COMPANY 


(Member—Tile Council of America) 
OFFICES IN PRINCIPAL CITIES 
OVER 3000 DEALERS TO SERVE YOU 
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SEE HOW SIMPLE IT IS 
TO USE 


Easy to load. Film simply drops into 
place! Not even a spool to thread, 


A Single Control sets both shutter and 
lens. Focusing is quick and sure; no range- 
finder, no tape measure. 


See the print sixty seconds later. Lift 
Ovt your picture — print is on dry, white- 
bordered durable stock, ready for frame 
or album — complete even to deckle 
edge! Lond prints pass the life-tests used 
to check conventional snapshots. 











*Named for its inventor, 
Dr. Edwin H. Lond 


HOW THE NEW 


POLAROID PICTURE-IN-A-MINUTE CAMERA 
HELPS US TO SELL HOUSES FASTER. 


by W. JOHN DUNNAN, Jr., Town and Country Homes, Inc., Boston, Massachusetts 
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“Our successful volume of sales is 
built around pictures. We call them 
Photoguides pictures and complete 
facts of every home mounted on a spe- 
cially made board. Prospects see every 
listing in complete comfort. 


“Our men used ordinary photography 
but sometimes they missed. Then we 
heard about the Polaroid 
Land* Camera. It de- 
livers a finished picture 
just sixty seconds after 
the shutter is snapped. 
After a trial we pur- 
chased twenty-five of 
these cameras. Now our 
men see each picture on 
the spot. They can make 


sure they have just what they want 
before leaving.” 


You know the importance of getting 
photographs of listings as quickly as 
possible. The Polaroid Camera will give 
you these quick pictures sharp, bril- 
liant prints for display or newspaper re- 
production. Anybody can operate this 
amazing camera. No fuss .. . no bother 
.no liquids to add. The film and 
camera do all the work. Many a sale will 
be clinched when you hand the prospect 
a picture on the spot to take home and 
discuss with the family point by point. 


Ask your photo dealer for a demonstra- 
tion of the Polaroid Camera today. Try 
it yourself. See how it can help you sell 
houses faster. 


POLAROID CORPORATION 
Cambridge 39, Mass 


POLAROID (4nd CAMERA 
GO s3econda nom ang To punt 
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Evwis A, Neate, Architect 


ALL THINGS CONSIDERED—INCLUDING TELEPHONE RACEWAYS 


It’s especially true in small homes—thoughtful 
details are often the strongest selling points. And 
built-in raceways for concealed telephone wiring 


are one feature sure to impress today’s home buyer 


Installing telephone raceways is easy and in- 
expensive. Simply select the locations for tele- 
phone outlets in advance. A few lengths of pipe 
or flexible tubing, placed inside the walls during 
= TELEPHONE OUTLET construction, will carry the wires to the outlets. 

For all homes—large or small—your Bell Tele 
phone Company will be glad to help you plan for 
modern telephone facilities. Just call your Tele- 
phone Business Office and ask for ‘Architect 


GARAGE ff DINING Rw. «: LIVING RM i| and Builders Service.” 


BELL TELEPHONE SYSTEM 
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No square, boxy lines on this smart Western Farwest Home. It’s but one of the 24 different 
Ranch Style home designed by Wollander and exterior designs by Farwest Homes. The sales- 
built by West Coast Mills. This is the famous appealing styling is just one of the reasons smart 


builders are going for Farwest Homes. 


’ 
'S FARWEST HOMES 5- POINT No other producer of factory built homes gives you all this— Neighborhood 


14,44 T BUILDERS Planning... Sound Financing Houses That Appeal to the Buyers’ Market 
m FOR SMAR a 


PROGRA 


Houses Planned and Engineered to Give You a Superior House at LOWER 
END COST! 

In both two and three-bedroom models—with or without garages— 
Farwest Homes meet today's discriminating buyers’ demands. Color 
styling, interior and exterior, by Wollander . FHA and VA acceptance 
... complete plot planning service free and West Coast Mills’ location 
in the heart of the lumber-producing Pacific Northwest all add up to a 
better buy for you! 


@ Farwest Homes are standard double construction—solid sheathing, 
genuine double-coursed Western Red Cedar Shakes, factory applied. 
@ Completely-assembled full-length wall panels and gables. @ Sash and 
hardware installed. @ Unique combination Teco ring truss roof and 
ceiling joist assembly for extra strength. @ All millwork fabricated and 
wrapped—doors pre-fit and machined for hardware, trim mitre-cut in sets, 
interior casework K.D., and partially-assembled with operative hardware 
installed. @ Exterior applique machined and pre-built. @ Top quality 
builder's hardware unit packaged. @ Screens, storm sash and combination 
storm doors optional. @ Fast, efficient erection—every part of a Farwest 
Home is keyed, bundled and assembled for shipment in one package... LJ 

can be unloaded and erected as efficiently as a modern circus hits the lot! SEND FOR FREE COLOR FOLDER! 


@ Under West Coast Mills’ advantageous freight rates, over most of the Mail a penny post card to 


WEST COAST MILLS 
loose lumber and millwork were shipped in carload lots ... and you don't Chehalis, Washington 


pay any mark-up on freight charges! 


WEST COAST MILLS 


CHEHALIS, WASHINGTON 


nation, shipping costs for Farwest Homes often are actually /ower than if 


Write today! 


March, 1950 NATIONAL REAL Estate AND BUILDING JOURNA 





oO. 


FORMICA FITS ANY FASHION 


Decorative themes in kitchens may change from home to home. But “Just as _— — 
beautiful hard working Formica fits them all. took fer the Cebel. 


. . Insist on Genuine 
Formica helps sell the rooms that sell the house. Colorful Formica Beauty Bonded 


surfaces wipe clean with a damp cloth, never need painting or refinishing. fe a7 = Formica. 


Alcohol, boiling water, fruit juices, mild acids and alkalies fail to dim its 
lasting luster. 

In every style and kind of kitchen home makers are asking for 
Formica by name and looking for its famous label. Write for new color 
literature of idea stimulating uses for Formica in the home. Formica, 
4559 Spring Grove Ave., Cincinnati 32, Ohio. 

New 16 MM color sound movie “Living With 

look under ‘Plastics’ in your Classified phone book for the name of a local Formica fabricator. Formica’ pictures uses ond how it is made 
Available now for group showings. Write for film 
STRICTLY MODERN : 
Formica tops by Whitehall, Hewlett, New York 





fog US Par. ¢ 
oat Home with People 
at Work in industry 
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Siding Application Costs 


Slashed 14 
With Plywood 


You can cut costs with Douglas fir plywood 


siding—and at no sacrifice of quality. Builder 
H. J. Cox of Eugene, Oregon, sided this attractive 
home with durable PlyShield and saved one-third 
on application time. The big, rugged panels of 
plywood go up faster, handle easier. And they do 
a better job! Builder Cox says: “. . . after four 
years, in an area marked by heavy rain, there is 
not a blemish of any kind. The plywood siding 
looks as good as the day the house was finished.” 
Contractors all over the country find this true: 
plywood siding saves their time, produces an 
attractive, appealing finished job, assures cus- 


tomer satistaction, 
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Percy D.-Bentiey, architect, speci 
fled this interesting batten detail 
Plywood panels were beveled to 
correspond to bevel of botten 
and tightly fitted with a sealing of 
white lead paste. Corners were [{ 
formed with ¥4°" quarter-rounds. | 
The siding—standard 4’x8’ panels 
cut to 2’x8’—is painted beige 


the battens tooacco brown 


DOUGLAS FIR PLYWOOO 


BUILDING PAPER 





BATTEN 


WHITE LEAD PASTE 


ouglas Fir 


AMERICA’S 


JOURN Al 





EXTERIOR-TYPE PlyShield is the 
Douglas Fir Plywood 


siding grade of 
PLY HIELD Douglas Fir Plywood 
GRADE A-C 

DFPA INSPECTED 

PlyShield makes available an en- 

tirely new architectural treatment 

for exteriors of homes, garages, vacation cottages, 

stores and commercial structures. It is completely 

waterproof, strong, durable, and presents a smooth 

surface for painting. Applied horizontally or ver- 

tically, PlyShield presents a stimulating, modern 


exterior never before possible. 


Soffits-——_a perfect example of why PlyShield 
is preferred for broad, fot surfaces 


A complement to other building materials, 
to»>—as gable ends, detail trim, ceilings. 


For modern fencing —strong, lasting PlyShield 
takes second to no other building material 


Large, Light, Strong 
Real Wood Panels 


For additional dato, see the 1950 Basic 
Plywood Catalog. Write the Douglos Fir 
Plywood Association office nearest you: Tacoma 
Bidg., Tacoma 2, Wash.; 848 Daily News Bidg., 
Chicago 6; 1232 Shoreham Bidg., Washington 

D. C.; 500 Fifth Ave., New York City 18. 


BUSIEST BUILDING MATERIAL 
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Vertical Joint urtted 
Herizental Joint (sapped 


There are several simple and attractive 
alternates for handling joints between 
the panels. Suggested treatments for 
both horizontal and vertical styles are 
shown above. All edges of plywood 
siding—no matter whether butted, veed, 
covered or exposed—should be sealed 
in a thick lead and oil paste or other 
suitable compound. This is knifed on as 
panels are installed. If plywood is in- 
stalled as lapped siding, the lap should 
be at least 2” with paste at lap. The 
vertical butt joint used as lap siding may 
be protected by a strip of asphalt-im- 
pregnated building paper tacked behind 
joint; this will act as flashing. Also, 
horizontal edges should be beveled 
slightly so water drips from outside edge. 








“Our years of sponsoring 
PERFECT HOME Magazine 


prove our feelings about this publication 


- a 4 
as a business-builder, ’ 
Says C. C. Smithdeal, Realtor of Winston-Salem 


E ARE NOW in our sixth year of sponsoring Perrect HoME 

Magazine and each year we feel even more strongly about 
the worthiness of this quality publication as a good-will and 
business-builder,” says C. C. Smithdeal, realtor of Winston-Salem, 
North Carolina. 

“The timely and unique articles and illustrations in Perrect 
Home are very helpful and it is well-received by everyone on our 
mailing list. These folks read every issue and look forward to 
what will be next. 

“PerFect Home has been very valuable in building good-will 
in our community,” 

More and more the outstanding real estate, home building, and 
home financing organizations in every section of America are 
discovering that sponsorship of Perrect Home is “very valuable.” 
They find that Penrect Home is designed for the long pull, to 
make friends, build good-will and good business. 

Perrect Home is edited to tell the story of these top quality 
firms such as Mr. Smithdeal’s. Its pages sparkle with photographs 
and articles gathered from all over the nation, and edited by a 
trained staff. It sells the home idea. It reflects quality. It makes 
people want to do business with those who sponsor it. 

By spreading editorial, art, and other preparation costs among 
its many users, costs ere nominal. Local reproduction and mailing 
expense is in turn shared by the selected local building factors 
who are invited to join in co-sponsoring it. Front and back covers 
are personalized to be your own house publication. 

Franchise holders are selected with painstaking care, after 
thorough qualification. These franchises are exclusive, annual, 
and renewoble. A limited number are still open in various sections. 
If you are interested, address your inquiry to 


STAMATS PUBLISHING COMPANY 
CEDAR RAPIDS, IOWA 
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C. C. Smithdeal, Winston-Salem 
is secretary, treasurer, and gene ral 
manager of the Smithdeal Realty & 
Insurance Company, which he or 
ganized 36 years ago. He is past- 
president of the Winston Salem 
Board of Realtors, the North Caro 
lina Association of Real Estate 
Boards, and a past director of the 
National Association of Real Estate 
Boards. Active in community actit 
ities, he has served as pre sident of 
the Lions Club, commander of the 
American Legion, director of the 
Chamber of Commerce 
member of the Community Chest 


committer 
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HOW TO SELL OR RENT 
YOUR HOMES QU/CKER/ 


Here’s Why More and More Contractors Are 
Building Homes with ZONOLITE Vermiculite! 


e Today people are looking for hduses that cost less to more economically—heat loss into ground minimized. 
maintain... that are more comfortable and conven- These are real selling points for you! 

ient...that provide greater safety against fire hazards. 

Use of Zonolite Vermiculite in homes provides ZONOLITE Home Insulation 
builders with all these sales features. Wide-awake 


builders are using the many advantages of these So Fireproof It Snuffs Out Flames 


iracle sell homes faster. ‘ , 2 ; 
miracle products to se ” f Easiest of all to install! Vermin-Proof, Rodent-Proof! 


Won't pack, bunch, or settle. Flows freely around ob- 


ZONOLITE PLASTER structions for complete insulation. The most fireproof 


—_ insulation you can put into a home. Tremendous accept- 
Makes Better Walls and Ceilings ence emeng peospentl 
A Zonolite plastered wall won't chip even when 
nails are driven into it. Holds fire out 4 times longer 
than ordinary plaster. Insulates, muffles annoying > ~ 2 
sounds. It’s 3 times lighter to handle. Speeds con- Why ZONOLITE is Winning 
struction, cuts costs, saves time in preparation and . d 
clean-up. New Friends Every Day 
], continuous NATIONAL ADVERTISING—Millions read dra- 
matic ads on benefits of Zonolite in Saturday Evening Post 
ZONOLITE CONCRETE and other leading magazines including farm publications 
2 NATION-WIDE PUBLICITY—News articles that tell the advan- 
For Insulated Ground Level Floors * tages of Zonolite are appearing in many popular publications. 
Warm, dry basement floors with Zonolite Insulating 3 POINT-OF-SALE JOB SIGNS—People see these Zonolite signs 
ri ° * on attractive, modern houses that sell and rent fast. 
Concrete! In basementless homes, it means no con- 
densation, no chilling drafts, greater comfort. Per- 7 ee 


mits radiant heat systems to operate more efficiently, 
Z 1 Ni ' | IT ‘ MAIL COUPON FOR ALL THE FACTS 














"anolite Company 
Dept. NRE-30, 135 S. La Salle St 
Chicago 4, Ilinois 


Please send me without obligation data on how I can sell or rent my 
homes faster, about the uses of Zonolite Vermiculite and how it adds 


Cc | pe PA N Y a 
POND cs sscnnccscsecesesiones 
DEPT. NRE-30 


135 S. La Salle Street, Chicago 4, illinols 
*Zonolite is the registered trademark of Zonolite Company 
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at little 





or no 





extra cosf 





rypyopay, one of the features people 
| desire most in a home is All - Year 
Air Conditioning. Nothing provides 
them with such ideal year-round 
comfort refreshing, dehumidified 
coolness in the summertime and in- 
stant, even warmth in wintertime . . . 
at the flick of a simple switch. And 
by deciding to include the Servel All- 
Year Air Conditioner early in the 
planning stages, you can give clients 
this ultimate in comfort without in- 
creasing the total price. 

Recent studies and cost estimates 
have indicated that the additional 
expense of A/l/- Year Air Conditioning 

over and above a conventional 
heating plant —can be offset by elimi- 
nating certain standard units in a 
house. For instance, a house designed 


for All- Year Air Conditioning needs 
no porch, no fireplace, and no attic 
fan. Outside doors and windows may 
be kept closed; in fact, in many cases 
the glass may be fixed, which permits 
the use of a simple wood frame. Thus 
screens are not needed. In most parts 
of the country, the total savings will 
balance the extra cost of the Air Con- 
ditioning. And clients feel it’s a mar- 
velous exchange. They’re glad to 


March, 1950 


learn that there is a way you can 
give them this perfect, all-year con- 
trol over the climate of their home. 
Consider besides that the Servel 
unit can be used in any type, style, 
size or shape of home your client 
wants. It’s not confined to any one 
type of architecture. Ask your local 
Gas Company for all the details and 
feel free to write to Servel, Inc., 2004 
Morton Ave., Evansville, Ind. 
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Freedom Manor in Columbus, Ohio, 


designed by Pettit, Oman, Meinhardt & Cleland 


Once you decide to include Servel All- Year Air Conditioning, 
there are a number of conventional features that can be elimi- 
nated from a modern home that will balance the added expense 
of the Air Conditioning. And this exchange wins favor with 
clients because the things they forego have value only during 
parts of the year . . . while Servel provides them with perfect 
comfort the whole year round. 


ar a 
a ao 


NO PORCH 


i} 
LOwER COST 


N 
WINDOW CONSTRUCTION nO ee 
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HERE ARE 


20 WAYS 


TO BUILD WITH 
SISALKRAFT PRODUCTS 


FOR QUALITY CONSTRUCTION AT LOW COST 


AIR-TIGHT WATERPROOF 


SISAL 
REINFORCED 


USE SISALKRAFT 


1—As Sheathing-Paper 

2—As a Moisture-Vapor Barrier 

3— For Flashing Door and Window Openings 
i—Over Subfill, Under All Concrete Slabs 
$—For Covering Concrete (Curing and Protection) 
6—Under All Finished Flooring 


7—As Protective Covering over all finished floors 
stairways, trim, marble-work, etc 


&8—For Frost Protection of concrete and masonry 

9—As a Dry-Sheet under Stucco 

10—As Weather-Protection ‘“Tarps’’ over lumber 
brick, cement, aggregate, masonry, etc 

11—As Protective ‘“Tarps’’ over Machinery and 
Equipment 

12—For Closing-in, Temporary Partitions, Con 
struction Job Offices, etc 


USE SISALATION 


13—As Combined Sidewall Insulation and Vapor 
Barrier 


14—As Ceiling Insulation 

15— Under Floors 

16—With SISALKRAFT, for Insulated Dry Walls 
17— For Single-Wall Construction 


18 — For Lining Attics, Basements and ‘‘Unfinished 
Rooms 


USE COPPER ARMORED SISALKRAFT 


19—As Concealed Flashing, Dampcoursing, etc 
20 — For Shower Stall Waterproofing, etc. and many 
other uses 


WRITE EOR FREE SAMPLES AND 
COMPLETE INFORMATION 


mn"""MAIL THIS COUPON TODAY" """"s 
The SISALKRAFT Co., Dept. NR30 
205 W. Wacker Drive, Chicago 6, 11. 
Miease send free samples of Sisalkraft Products to 


Nan 


( Dealer 


1 am [) Contractor 


"THE SISALKRAFT CO. 
Chicago 6 + New York 17 « San Francisco 5 





JESSE CLYDE NICHOLS 





orm than to any one man, the real estate and 
L home building industry owes much of its pro- 
gress and stature to J. C. “Clyde” Nichols of Kansas 
City, Missouri, who died at his home on February 16. 

He was the dean of real estate. He was the inspiring 

force for modern city planning. He was one of the 
most beloved men in his industry. He developed the 
world’s largest subdivision into a community of 50,000 
people and 11 shopping centers, but his greatest con- 
tribution was the sharing of his successes and mistakes 
with every one in the industry. For more than three 
decades the Country Club district has been the mecca 
for developers and builders 
from all over America. J. C. 
Nichols gave them tangible, 
practical help. Few subdivi- 
sions anywhere but have felt, 
either directly or indirectly, 
his guiding influence. 

Clyde Nichols was always 
a fire ball of energy. During 
high school days the family 
income was adequate, but he 
often got up at 3 a. m. to 
handle outside jobs. He was 
the tumultuous head of al 
most everything in college, climaxed by a state-widc 
campaign which he led to get legislative approval ot 
adequate university funds. 

Fired with blend of sentiment and business instinct, 
he reasoned that population moves in the direction of 
undeveloped land. He longed to turn pig pens and 
squatter’s dwellings into home sites, so he bought th 
first 10-acre tract in the future Country Club district. 
That was in 1905. 

He took his bride to live in one of the first houses 
which he built; he and Mrs. Nichols had to walk one 
and one-half miles to a street car line. They carried 
water from a spring two blocks away. Four years latet 
he was described in the Kansas City newspapers as 
the “amazing” Mr. Nichols, who at age 29 had 1,000 
acres of home-sites under his management, and a mil 
lion dollar operation on his hands. 

He crusaded for beauty and art and play-areas and 
orderly development. He knew intimately the do’s 
and don'ts of subdividing and shopping centers. For 
years he was the president and guiding spirit of th 
Community Builders Council of the Urban Land In 
stitute. For 23 vears he served on the National Park 
and Planning Commission in Washington, where he 
was able to see many of his deve lopment dreams take 
shape. During the war years, while a member of the 
National Park and Planning Commission in Wash 
ington, he campaigned for decentralization of wat 
plants. Out of this movement came the founding of 
the Mid-West Research Institute, with Nichols at the 
spearhead. He helped set up the FHA and the HOLC 

Despite all his honors and accomplishments, Clyd« 
Nichols was an approachable, humble, even shy man 
He had the a ypearance of a man who would rathei 
sit around and relax, than get things done. He always 
thought he would take it easy some day. But he never 
found time. The affairs of the industry which he had 
pioneered were close to his heart. Even from his bed 
side, he was lending encouragement to constructive 
ideas which he thought would improve the nation of 
homes that he loved 
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FOR ANY PLAN 
ANY STYLE 
ANY SPACE 


Ranch house—Cape Cod--Colonial—whatever the 
architectural style—whatever the size or cost of 
the house—Curtis has woodwork to fit your need. 
For the Curtis woodwork line is so wide—so varied 
—that it gives you practically unlimited scope in 
planning and building homes for every taste, 
need and pocketbook. 

When you select Curtis entrances, mantels, china 
cases, stairways or kitchen cabinets, you can be 
sure of some very definite qualities. The materials will 
be carefully selected for every need. Craftsmanship 
will be fine because of Curtis precision manufacture— 
held to the highest standards for 84 years. Architectural 
styles will be correct. Costs will be moderate. 

You'll find it worth while to have complete 


information on Curtis stock architectural woodwork— 
just mail the coupon. 


For books, prized china and 
objets d'art, Curtis china cabi- 
nets provide ideal storage. 
Here is one of eighteen Curtis 
styles in a wide price range. 


Where the owner wants an 
entrance above the ordinary, 
this Curtis design will solve 
the problem and reflect good 
taste. Design C-1709—one of 


A Curtis mantel makes the utility 
of a fireplace beautiful. Curtis 
mantels “wear well’ —they were 
designed by leading architects— 
have fine proportions and detail. 


many outstanding styles. 


CurniS 


WOODWORK 


- 


A new Curtis Development 
— PRESPINE 


Prespine—the new wood 
material for use in panels in 
Curtis doors and other wood- 
work—now duplicates the 
natural grain of wood! Pres- 
pine panels, made of finely 
divided wood, will not warp, 
check or splinter—won't 
shrink or swell. Prespine is 
fadeproof .. . can be quickly 
and economically finished by 
skilled or semi-skilled labor. 


Curtis makes a complete line of woodwork 
for the modern home. Make your next house 
“all Curtis.” 





Curtis Companies Service Bureau 
RJ-3W Curtis Building, Clinton, lowa 


Gentlemen: Please send me your book on Curtis Stock Architectural 
Woodwork 

Name...... 

Address...... 

City.... State 


lam (_ ) Architect ( Contractor ( 
) Student. Please Check 


) Prospective Home Builder 
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Let General Electric help 


WHY NOT CAPITALIZE ON SUCCESSES SUCH AS THESE? 


A builder in Massachusetts reports: “Sold 125 
G-E equipped houses in 10 days!” 

From Maryland: “Sold 44 G-E equipped homes 
from 1 sample in 1 day!” 


From Colorado: “Sold 54 G-E equipped homes 
the first week end!” 

Why not follow the success pattern of these 
builders? 


When you equip your houses with the General 


Electric Kitehen-Laundry you pre-sell your 


houses. 








You give customers what they want— homes 
designed for better living . . . scientifically de- 
signed kitchens that take much of the drudgery 
out of housework. 

And, you know General Electric’s reputation 
for fine products. General Electric appliances 
are the preferred brand of so many, many people. 

As little as $4.80 extra 
You can include General Electric living in your 
houses for as little as $4.80 a month extra when 
the G-E “Kitchen Package” is included in the 
long-term realty mortgage! 


Furthermore, the economical operation, low 


maintenance and long life of General Electric 


appliances may offset the slight increase in 
monthly payments, 


ONLY $9990! “A low-cost luxury home with fully equipped General Electric Kitchen worthy of a 


$30,000 home! 


Included in the kitchen is a G-E family-size refrigerator 


G-E sink and electric dishwasher 


That's how Messrs. Brisker and Campitelli described their Kensington Estates houses. 


G-E electric range for automatic cooking 


and G-E_ Disposall® food-waste Unit and storage cabinets. No 


wonder 250 of these General Llectric equipped houses were sold in just 10 days! 


March, 1950 
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sell your houses fystel! 


From all over the country come enthusiastic 
builder success stories such as this one... 


“SOLD 250 G-E 
EQUIPPED HOUSES 
IN 10 DAYS!” 


Here’s what Mr. NATHAN BRISKER, Presi- living built into the homes in the form of the 
dent, and A. CAMPITELLI, Secretary of Ken- complete General Electric Kitchen. 


sington Estates, Inc., Brentwood, Md., say: **We think the public deserves better living in 
**We consider our “Kensington Estates’ housing the lower price home as much or probably more 
project a huge success. The sale of approxi- than in the more expensive home. 

mately two hundred and fifty houses in ten “We want to extend our appreciation to you 
days was an attainment far beyond our fondest and the men from the Potomac Electric Power 
hopes. Company for your help and co-operation in 
“It is our opinion that the phenomenal success manning the houses and demonstrating the 
of this project was due to a soundly built house G-E Kitchen to the thousands of people who 


well planned, good financing and the better visited these homes.” 


A COMPLETE MERCHANDISING PROGRAM FOR YOU! 


General Electric—the world’s largest electrical manufacturer ¢ One source of supply for matched equipment—everything 


—offers you all these advantages: but the linoleum and paint. 
e Tested merchandising programs that have helped so many 


e Fewer headaches. G-E equipment is world-famous for its 
other builders enjoy phenomenal sales results. 


dependability. 
¢ General Electric is the brand of electrical appliances that 
people prefer to all others. 


GET COMPLETE FACTS «about the General Electric “Kitchen 


Package” through your local General Electric distributor, or 
e Assistance in designing and improving kitchens and layouts 


write to the Home Bureau, General Electric Company, 
for your houses, 


Bridgeport 2, Connecticut, 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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se NNOUNCEMENT TO REAL ESTATE INVESTORS 


OAK RIDGE, TENN. 


BUSINESS CENTER DEVELOPMENT 


Beginning March 18, 1950, private enterprise will 
be invited to participate on a land lease basis, in the 
development of a new central business district in 
the city of Oak Ridge, Tennessee. A 100 acre cen- 
trally located site has been planned for this de 
velopment to meet the consumer demands of this 
active city of 33,000 population. The initial site 
preparation Is NOW In progress Private enterprise 
is invited to lease, erect and manage this devel 
opment in whole or in part 


For full details, please write our Commercial 
Realty Division. 


ROANE-ANDERSON COMPANY 


igents for the Atomic Energy Commission 


OAK RIDGE ° TENNESSEE 
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Henry Doelger, 
for 25 years one of 
America’s leading 


home builders, says: 


SIE |] OORT LES 
Ss |B ging eh 


Modified Modern: one of seven popular styles available in Doeiger's Son Francisco Westicke development 


“T use SHEETROCK and save 


2 to 3 weeks time—it helps cut costs up to 30%—gives 


J» 


home buyers high quality for almost 1/3 less: 


The buy-word for Doelger homes is one word— 

VALUE! A big contributing factor is SHEETROCK 

wallboard. With it, expert high-speed craftsmen build Thewe «it only OWE 
the walls and ceilings of six new homes—every day! ee 
Good solid walled homes— interiors beautifully 


smooth, ready for any decoration, crack resistant for 
a “‘housetime.”’ They’re Henry Doelger homes that 
sell at a rate of 90)—every month! atta 


Learn how SHEETROCK can perform for you. Ask The Fireproof Gypsum Wallboard 


your lumber and building material dealer handling 
SHEETROCK, or contact your USG representative. 
Investigate this great dry-wall system—today! 


United States Gypsum | | My 1 | 4 








For Building « For industry 
Gypsum + Lime + Steel - Insulation - Roofing - Paint 
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A typical Chrysler Airtemp water 
cooling unit .. . Automatic capacity 
control . . . compact . . . vibration- 
less . . . direct connected ... no foun- 
dations required . . . dynamically 
balanced . . . can be shipped com- 
pletely assembled. 


yRTEMP DIVISION OF CHRYsige ae 
ms would like the compl CORPORATION, Dayton 1, Ohio | 


ete story of Ch, 
r 
service and products. ysler Airtemp 


NRE-3-50 


Nome 
Address 


City 


son for 
73: HOME 


Architect: Harris Armstrong 
— Builder: Gamble C 
ee eT 
Design: Ferris & Hamig—in- 
stelling Contractor: Sede- 
menn Heat & Power Co. 


T Bae 


THREE 50-TON CHRYSLER AIRTEMP RADIAL 
COMPRESSORS CONDITION THE AIR IN THIS 
FUNCTIONAL OFFICE BUILDING 


Modern architecture—with its keynote of sleek beauty com- 
bined with efficiency and personal comfort—demands a special- 
ized approach to construction problems. That’s why so many 
architects and builders rely on Chrysler Airtemp equipment 
and services when planning heating and cooling installations. 


Since Chrysler Airtemp builds three basic air conditioning 
systems, we can provide the best type to fit each job... And, 
through regional offices, contractors and dealers, Chrysler 
Airtemp offers the counsel of highly trained engineers. These 
air conditioning specialists can guide you in selecting the most 
efficient system for your requirements. 


When desired, Airtemp Construction Corporation—wholly 
owned subsidiary of Chrysler Corporation— will assume entire 
responsibility and follow your project through from specifica- 
tion to completed installation. Mail coupon today for further 
information. 


Cheysler Airtemp 


AIR CONDITIONING »* HEATING » COMMERCIAL REFRIGERATION 


BASIC SYSTEMS TO MEET EVERY 
AIR CONDITIONING NEED — 


CENTRAL SYSTEMS © INDIVIDUAL ROOM UNITS * “UNITEMP” 
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Socialism Through the Back Door 


HILE waging a fight against socialism on the Washington 
front we should be watchful that the disease does not seep 
through our back door. 

One state, Connecticut, has already entered the field of direct 
lending to home buyers, and there are indications that several other 
states may follow suit. What is even more disturbing is the apathy 
with which some of our own people view this latest menace in then 
own backyards. 

The Connecticut law is a political hand-out similar in purpose to 
the cut-rate, marked-down, spread-the-wealth idea currently being 
whipped up by federal government planners for co-operatives. ‘This 
state measure doesn’t stop at co-operatives; it lends money direct 
to prospective home owners and at a rate of 19°, interest. To b 
eligible, the home buyer must have a gross annual income less than 
$2,500 if he is married but has no children. Each child raises the 
eligibility bracket by $600. His available net cash worth must be 
less than $3,000. The house he buys or builds must meet FHA 
standards, and he must be able to pay for it out of income. Usually 
eligible buyers are those who cannot qualify for FHA loans at cur 
rent rates. Like most measures proposed for other states, it is aimed 
at the veteran, who needs only enough cash in hand to pay fon 
settlement and closing costs 

One of the features that softens up builder resistance is the 
guaranteed-market provision. If, 90 days after completion, the build 
er has made a diligent effort to sell the house and has failed, the 
State Housing Authority will buy it at a price equal to 90°, of the 
estimated value established by FHA, or $9,000, whichever is less 

You don’t need much imagination to realize what measures such 
as this can do toward drying up the sources of private capital. Direct 
lending by government, any government, is the surest way to com 
plete surrender of libertv by the private home building and real 
estate industry. It is bad enough that we are already at the mere 
of the federal government indirectly through Fannie Mae, to say 
nothing of the disadvantages inherent in even such commendabk 
credit aids as FHA and VA. We need a secondary market privately 
financed through a central mortgage bank if our future is to be com 
pletely healthy. That means we must expect to pay a rate of interest 
which will be reasonably competitive with other outlets for invest 
ment capital. Once we start tolerating or yelling for interest 
rates below the competitive market we are asking for the ultimat 
surrender of oun power to control our own destiny 

Phe adoption of the Connecticut law points up again a fact which 
we on the Journal have been spotlighting for several years th 
need to do more than send letters and telegrams to Washington 
legislators, valuable as these are. We must do a grass roots selling 
job, and this is not a task for pikers. To be adequate it should be 
a united drive, professionally directed sparked by slogans and 
techniques that all of us can get excited about. Until now untortu 
nately the various facets of the industry can't seem to combine thei 
efforts — each association is reluctant to submerge its own identity 
Last month the home builders gave evidence that they will take th 
lead in building a jackpot to carry the fight more aggressively than 
ever. That's fine as far as it goes. But collectively we can do a job 
no one organization can do individually. Together we can make a 
united crusade that will make an outstanding impression. If we 
could sell all the people in America who own their own homes that 
their best interests lie in a sound, competitive home building and 
real estate economy, we would not need to worry further about the 
passage of hare-brained federal or state measures. We will have acti 
vated the best bulwark against socialism in the nation today 


the editor 
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In every subdivision, regardless of size, there is a lesson to be learned. Westlake, new $125 


million subdivision in San Francisco, will be one of the nation’s largest, but it offers sever- 


al lessons in foresight and planning for developers of small and large subdivisions alike 


( NE of the axioms that builders and subdividers 
FJ have learned the hard way is to locate in the path 
of population movement 

\nother is to weigh carefully topography 
cost of processing steep hills and deep gulleys. 

Still a third is the importance of aggressively going 
after the site you want. 

Many a builder has subdivided a site that seems 
delightful — close to town, adjacent to schools — only 
to find, after it was all over, that he didn’t reckon with 
“trend” he didn’t gauge carefully the strength of 
a population movement for homes in his bracket. 

Other builders have vetoed well-located sites be 
cause the topography was irregulat they guessed 
that the cost of smoothing valleys and gulleys into a 
rolling residential tract would be too great to pay for 
itself. 

Still others have been discouraged by legal entangle 
ments on good land. Perhaps it was legally bound to 
an estate or the owner was known to be unwelcome 
to offers, so the builder put a “no” on the site and 
made no effort to purchase it 

But such faulty decisions can be avoided by antici- 
pating trends, planning every detail carefully. And 
out of this new era in subdivision development have 
come many good examples of planning, among them 
Westlake, $125 million project of Henry Doelger out 
side the city limits of San Francisco. A study of the 
steps taken in developing Westlake forms a good case 


the 


24 March, 1950 


study of subdivision planning for small and large op- 
erative builders alike. 

Doelger believed that if San Francisco was to ex 
pand, it could only move in one direction ... into the 
foothills of San Mateo County. The land was hilly, 
legally bound to an old Spanish family. It was said 
that the cost would be too great to develop this into 
an attractive residential community. 

But Doelger, with the foresight that he had gained 
through 25 years of home building, anticipated the 
need and visualized how to satisfy the demand. 

He bought the acreage, four miles long and a mile 
and-a-half wide, at an average cost of $1200 an acre. 
Adjacent land had been sold for $5000 an acre. Doel 
ger figured that he could spend up to $1000 grading 
down each of the 100 hump-backed acres and still 
offer attractive property values in a highly desirable 
location just 15 minutes from downtown San Fran 
cisco. He invested $450,000 in new and reconditioned 
road building equipment to move more than 10 mil 
lion cubic yards of earth 

The estate was laid out by Doelger’s real estate stall 

driveways, lot arrangements, sewage and water sys 
tems. His planners plotted the ground for 7000 homes, 
averaging in typical San Francisco fashion 33 to 44 
front feet per lot by 100 feet in depth. 

His designers created eight basic styles and arranged 
these into more than two hundred and sixty individ 
ual selections, each distinctive in one or more ways 
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One thousand men are trained into crews of skillful 


skilled 


assembly-line builders with no 


craftsmen being delayed by tedious detail work. Wall framing, other lumber is cut at the job site 


He made contracts for 84 million board feet of 
rough lumber, making him the largest single buyer 
of lumber on the West Coast. This combination of 
quantity buying and finishing in his own mill con 
tributed a saving of $10 per thousand feet toward low 
cost, high value homes. Framing lumber is cut fin 
ished, packaged for each house in the saw mill. Win 
dows and door casings are made in his own fully 
equipped sash and door plant. 

Automatic fork lift conveyors were purchased to 
handle materials off freight cars, through the mill, 
and on the job. This mechanical handling of heavy 
materials in quantity provides savings which help 
lower cost. The mechanical operation costs 25 cents 
per 1000 feet for handling; hand unloading costs 75 
cents per 1000 feet. And the mechanical method was 
found to be 60% faster and to require less manpower, 
making more men available for other work. 

Subcontractors, some of whom had worked with 
Doelger for 16 to 18 years, made short work of train 
ing the 1000 workers into teams of skillful assembly 
line builders. 

Skilled craftsmen are not delayed by tedious detail 
work in the Doelger operation. Roof framing for a 
complete house is cut to size in advance at the mill. 
Wall framing and other lumber is cut with power 
saws at the job site. All material is delivered by mech 
anical lift trucks to a handy position at the site. 

When a carpenter crew is ready, the framing takes 


a day. Other crews -- 
then moves 
prec sion. 


six houses 


place like magic 
plumbing, electrical, siding, wallboard 
through the houses with assembly-line 

On the outside of the houses, under a wide variety 
of siding materials ranging from brick to stucco to 


redwood, Doelger uses 2x8-foot panels of gypsum 
sheathing which his crews are trained to cut and fit at 
the rate of 15 houses a day. 

Many of these operations are newsworthy, but the 
most important factor is just what makes Henry Doel 
ger'’s houses sell. The latest figures show that the 
houses are 96% sold out — and it’s been that way ever 
since ground was broken. In November, 73 houses 
were sold. October made a record of 79 houses sold. 

But Doelger has used no advertising or promotion 
ideas. There isn’t even a model house for prospects 
to see. The sales stress is laid entirely on value 
and it’s enough to make every Saturday and Sunday 
look like a family May Day at Westlake 

Doelger makes every effort to make each house dis 
tinctive. He features seven styles modern, modified 
modern, colonial, French, English, Monterey, Dutch. 
Prospects select one of these and further satisfy their 
personal whims by choosing one of up to 260 varia 
tions. 

Almost every prospect buys his house in Westlake 
before it’s ready for finish work. If he does, he can 
select his own color of ceramic tile, installed four fect 
high on bathroom walls, five feet high in the kitch 


NaTIONAL REAL EsTATE AND BUILDING JouRNAL — March, 1950 





Mechanical lift trucks handle heavy materials 
off freight cars to saw mill where framing 
lumber is cut, finished, packaged, then deliv- 


ered to a handy position at the job site 


All Westlake houses are dry-wall constructed. Crews are geared to > 
hang the interiors in six houses a day. Worker is shown taping a 
Fecessed joint of the wallboard to give a completely smooth finish 


Colors of ceramic tile and fixtures in bathroom are selected by 
buyers if they buy before framing stage. Note the window in 


soffit above bathtub, separate shower stall, cabinet at extreme left 

















A large, airy kitchen, equipped with a gar-> 
bage disposal unit and attractive kitchen 
cabinets, is a feature of every Westlake home 
Walls of kitchens are tiled five feet hich 





And buyers can choose their own decoratin: 
scheme and their own color of bathroom fixtures. 

Houses in Westlake range from a five-room low 
with two bedrooms at $11,650 to a corner lot hous 
of six rooms selling for $23,000. Average price of West 
lake houses is $12,800. 

Nationally-known brands of products and equip 
ment point up the value of Doelger’s houses. He uses 
Mosaic, Cambridge, Trophy ceramic tile; USG sheath 
ing, redwood, Sheetrock; General Electric furnaces 
and kitchen cabinets; Douglas Fir for finish and trim 
work; Certain-teed roofing; Standard Sanitary and 
Kohler plumbing equipment; Waste King garbag 
disposal units. 


ens. 


When a prospect selects a home and decides to buy, 
he signs a purchase contract and pays out $519 cash 
When the foundation is in place, he makes the bal 
ance of his downpayment, 10°% for veterans, 20°% fon 
non-veterans. The balance is carried on an FHA mort 
gage at 41°, intercst for 20 vears through one of two 
companies. 

Veterans pay about $75 a month to cover all charg 
es; non-veterans pay about $79. Doelger’s salesmen 
stress amount of payments in relation to $77 to $110 
rents on apartments with comparable space, suggest 
to prospects that they “shop around, see othe pro 
jects, inspect rental units and compare” before they 
decide. And, according to reports, most of these pros 
pects return more sold than ever. 

The basic secret of why Doelger can build and sell 


Prospects can select one of seven styles, 260 variations, all 


distinctive. Houses are multi-level with a combined basement 


laundry-garage on ground level. Prices of homes average $12,800 
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$75 


land. Already 
Westlake, appraised only a few months ago at 
per foot, now bring $80 to $85 per foot 

On top of this economical land development are 
Doelger’s cost saving construction methods. He is 
currently building at $8.40 per square foot, while 
average residential building in the San Francisco area 
costs closer to $9.40 per square foot 

Testifying to the worth of the finished land is the 
local school board, which has purchased sufficient 
acreage for two grade schools in Westlake at a cost of 
$7000 per acre, properly graded and with utilities in 
stalled. Doelger will soon complete a $3 million shop 
ping center, adding even more value to the land that 
some thought was “untouchable.” 
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What is the Open-End Mortgage? 


By L. DOUGLAS MEREDITH 
Executive Vice President 
National Life Insurance Company 


E canictg to the great depression, mortgage loans were 

made for long terms without amortization, but the 
collapse of the Thirties demonstrated the weakness of 
this pattern of lending. Some lenders, observing this, 
offered the fully amortized loan to their customers and 
the inauguration of the Federal Housing Administra 
tion insured loan added great impetus to this move. 
The FHA lending plan brought new concepts into the 
mortgage lending market, and the same is true of 
loans guaranteed by the Veterans Administration. 

The FHA plan of resi- 
dential lending in retro 
spect was a kind of atomic 
bomb of the times when it 
dropped on the scene in 
1934. Eighty per cent loans 
at first blush appeared un- 
thinkable when lenders all 
too recently had seen what 
they believed to be 40% 
and 50% loans end up in 
foreclosed properties and 
substantial losses in liqui- 
dation, and yet the FHA 
plan with the mutual in- 
surance fund embodies the 
principle of high ratio 
loans protected by the mu- 
tual mortgage insurance, 
and in the event of its in- 
adequacy the Government assumes the unpredictable 
risk encountered in these loans. 

Other features have been attached to mortgage loan 
patterns with or without FHA insurance and VA 
guaranties. For example, the right to defer principal 
payments for a limited time, and the packaged mort- 
gage loan illustrates this point. Under the first of these 
plans, the borrower is given the right to defer one 
monthly payment for each year of punctual payments, 
and why should he not have this right. He was care 
fully selected as a borrower, he has demonstrated his 
ability to carry the loan; then why should he be obliged 
in the advent of adversity or a temporary setback to 
appeal to his banker with his hat in his hand for a 
period of temporary leniency? 

The packaged mortgage loan plan also represented 
an unusual innovation — in fact almost a startling inno- 
vation at its inception, but today has become an ac 
cepted pattern of mortgage lending across the country. 
The packaged mortgage loan plan, as is well known, 
includes major kitchen equipment within the lien of 
the real estate mortgage on residential property. Many 
arguments were advanced against it, but each of these 
tumbled before the impact of cold, hard facts, and thus 
we have today the packaged mortgage loan. 

Of more recent popularity, but falling in about the 
same category are mortgage loan advances under open 
end mortgages. While the popularity of the plan is 


Property managers are taking an interest in 
what is called the “‘open-end’’ mortgage to 
finance modernization of their properties. It is 
less costly than FHA Title 1; can be paid over 
a longer period. A sampling among property 
managers shows that an average of 44% of 
their properties are mortgaged. To answer 
questions of these men about this type of loan, 
we asked the author to explain the qualifica- 


tions, advantages as viewed by his company 


new, the pattern itself is far from novel, and has been 
used in some jurisdiction for many years. 

Our plan for making future advances is based upon 
an open-end mortgage under which additional mort 
gage funds can be advanced from time to time, limited, 
however, as to amount and maturity. We would not 
loan additional funds the amount of which, with the 
existing balance, would exceed the original face 
amount of the mortgage, and we require that any such 
subsequent advance be amortized within the original 
loan maturity. 

This plan gives a_bor- 
rower who has reduced his 
payments by orderly liqui- 
dation or partial prepay- 
ment an opportunity for 
additional borrowing on 
the strength of his original 
security from time to time 
as his needs may require. It 
goes without saying, how 
ever, that all increases are 
subject to satisfactory cred 
it and security, but the 
plan affords an excellent 
opportunity for borrowers. 
In the event of an emergen 
cy, such as illness, the bor 
rower may obtain addition 
al funds or if he wishes to 
replace some of his equipment in the cellar, kitchen 
or bathroom, he is able to obtain the funds to accom 
plish the purpose. It is our belief that a loan pattern 
of this kind encourages borrowers to take better care 
of their property than is the case when this privilege 
is absent. 

One of the principal advantages inherent in a loan 
provision of this kind is the elimination of title and 
refinancing costs which would be entirely out of pro 
portion to the amount of the additional loan. It is ou 
belief that the lower the financing costs are kept, the 
stronger the loan becomes. When a borrower increases 
his loan, he usually does so because he is pressed for 
funds, and if it is necessary to pay heavy financing 
charges, then he must borrow that much more money, 
and his ability to carry the loan is weakened accord- 
ingly. Of equal importance to the low cost is the 
promptness with which these additional advances can 
be made when the need arises. 

Obviously, however, the an iog under the open 
end loan cannot be extended to loans which do not 
have appropriate mortgage provisions. It is extremely 
desirable that all new loan papers be written to cove! 
the contingency that the borrower may, at some fu 
ture time, desire to borrow additional limited sums on 
the security of the mortgage. Briefly, the procedure 
established by National Life Insurance Company is 
as follows: 
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1. In applying for the additional loan, the borrower 
warrants that the security is unencumbered except for 
the first mortgage, and that it will be so unencumber- 
ed when the proceeds of the additional loan are dis 
bursed. 

2. The applicant agrees that upon breach of this 
warranty, the mortgagee may, at his option, declare all 
sums secured by the mortgage immediately due and 
payable and may foreclose the mortgage. The public 
records are then run down from the date of recording 
of the first mortgage, and if no intervening mortgages, 
judgments, liens or other encumbrances — up to 
and including the date of the additional advance, the 
additional advance is disbursed. The borrower ex« 
cutes a new note covering the additional advance, re 
flecting the agreed prepayment terms. No new mort 
gage or other security instrument is required and no 
further recording is necessary. The mortgage as origi 
nally written contains a provision as follows: 

“The security of this mortgage shall extend to and 
cover any additional loans made by the mortgagee to 
the said mortgagor or any of his successors in owner- 
ship of the real estate hereby conveyed; provided, that 
the total indebtedness to be secured hereby shall not 
exceed the original face amount of this mortgage, and, 
provided, further, that the maturity of any such addi 
tional debt shall not be later than the time specified 
for the payment of the original debt secured hereby. 
This paragraph shall not, however, in any way restrict 
advancements for taxes and insurance premiums pro 
vided for elsewhere herein.” 

The Company's attorneys are of the opinion that 
the foregoing plan meet the general requirements of 
practically all jurisdictions for making additional ad 
vances of this kind. We appreciate that in certain local 
jurisdictions it is possible to make additional advances, 
with or without a tide run down, which with the 
existing balances exceed the original face amount of 
the mortgages, and may also exceed the original ma 
turities, but since our loaning operations are on a 
national scale we have adopted the foregoing plan as 
a basic formula for standard application throughout 
the country, excepting Texas. 

This plan is limited to conventional lending, and 
GI lending to the extent that it may be permitted by 
VA regulations. It is not possible to make future ad 
vances of this kind under the FHA contract. 

While the open-end mortgage loan pattern is now 
offered by a number of institutions across the country, 
it does not yet appear to enjoy the wide vogue accorded 
other innovations such as the packaged mortgage, for 
example. At the same time there are many indications 
that the plan is growing very rapidly in popularity, 
and before long will become an established part of 
mortgage loan plans in this country. 

The open ond mortgage plan offers to real estate man- 
agers the same type of 4 saree that it offers to in 
dividual home owners. It provides the real estate man 
ager with opportunity to make repairs, modernize, o1 
obtain additional capital as the occasion may arise by 
increasing the loan outstanding on his property. 

Actually, the packaged mortgage and the future ad 
vance provisions are to a great degree mutually com 
plementary and, when found in a mortgage contract 
together, put home financing on a level of modernity 
equal to the most advanced and up-to-date ideas of 
home design, construction and equipment. If home 
financing is to keep pace with the constantly expand 
ing and improving home building industry, we must 
not be tied down by antiquated mortgage financing 
concepts 
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On 


the Open-End Mortgage 


Comments from Journal Readers 


L. M. Studstill, property manager, West Palm Beach, 
Florida: “There are many advantages that occur to me 
in connection with the open-end mortgage. A borrowet 
can repay the ‘open-end’ in payments of about one 
third the amount required to retire an FHA Title | 
He can buy such items as stoves, refrigerators, wall-to 
wall carpeting not allowable under FHA Title I. 

“He can reduce monthly payments on certain utili 
ties, often more than offsetting additional payment on 
the open-end type of mortgage, and at the same time, 
modernizing his property. In improving his property, 
he makes a better credit risk for the minimum month 
ly payment loan and thus eliminates to a large degree 
one of the main factors in foreclosures, mainly an in 
creasing disinterest in his property through inability 
to keep it improved. 

“However, there are some possible disadvantages 
There is some difference of opinion in various states 
with reference to examination of title for interim be 
tween first loan and second advance, which appears 
to be almost compulsory. But there are about twenty 
states that hold that the advance has the statues 
as the first lien. Also, mortgage forms as now printed 
and widely used seldom provide space for automatic 
additional loan. This would call for some revision of 
current forms, though this may in time be overcome 

Edmund L. Stoddard, property manager, New Ha 
ven, Connecticut: “Our state legislature has recently 
passed an act permitting mortgage lenders to make 
additional advance financing. There is, however, a 
qualifying clause which has been included in this act 
that states that such advances can only be for 
sary’ repairs. 

“Our attorneys seem to feel that the word ‘necessary’ 
indicates such repairs as could be classified as neces 
sary from the standpoint of maintaining the value of 
the security, such as os a leaky roof, replacing 
piping that might be damaging the condition of the 
property and reducing its value 

“In view of this interpretation, it would seem that 
this statute would be rather infrequently used.” 

Earl Snyder, property manager, Comptin, Califor 
nia: “The open-end mortgage is especially a convenient 
form of financing for middle-aged and older prope 
ties. There are many types of improvements that could 
be made, but I believe kitchen modernization and new 
heating systems would lead the field. Roofers in our 
area have kept the property owners and managers well 
sold on new roofing, but internal modernization has 
not been so general and would greatly enhance the ap 
pearances and values of properties.” 


Sane 
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TYPES OF IMPROVEMENTS 


| SS RRNA TRY A oS 
Heating, air conditioning CARRIE tne 
Kitchen equipment 


Roofs 


ALLO APS AIRE 
General modernization 





Bathroom improvements SES GR 
A 


Structural improvements 


Decoration 


in a Journal survey, property managers were asked to 
name the types of improvements they thought would be 
made under the open-end mortgage. The above graph 
shows the frequency of mention of various improvements. 
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or Preparing Exchange Contracts 














By BRUCE McCOLLUM 
McCollum Mortgage Company 
Oakland, California 








Part Il 


® Clearly describe location and size of properties 


@ State in detail restrictions and financial encumbrances 


® Include a clause covering transfer of personal property 


® Insert an agreement assuring the broker of commissions 


® Require principals to personally appraise each property 


® Prevent owners from making alterations during transaction 


® Protect present tenants from possible eviction 


® Require wives of principles to sign agreement 


’ 


IKI that 
_4 sults, the system of making ex 
change transactions requires a set 
of rules a set of do’s and dont’s 
. to tollow 


any methoc gets ve 


First and foremost, don't make 
promises o1 predictions as to. the 
future selling price of any prope 
ty involved in an exchange. Culti 
the acquaimtance ol 
the brokers in your city specializing 
In property You will 
hina o share with 
you the information they have, and 
they will be delighted to co-ope: 
ate with you when you develop a 
particularly a 
only one side of the deal 
brokers all the facts. If 
don't, vou will soon be discredited 

Check over the 
Match up 


prospects with the 


vate some ol 


exchanges. 
they are eager t 


prospect you 
Grive 


you 


have 
these 
listings im you 
ottice the desires. ol 
properties you 
You 
surprised to find many 
othice il 
time to put them together 


are offering tor sal will be 
ck ils in 


your own vou take the 


\dvertise consistently, particulas 


ly when have clea 
that 
city property for country properts 


Use th No cash 1 


you propert 


vou can offer tor equities, on 


( xpr SSIOn, 


x0 


quired. The home may 
be sufficient to acquire the proper 
tv that will financial se 
curity for life 

Ask vour customers what they are 
going with the they 
receive when they sell. Frequently, 
you will find that they are. plan 
ning to buy another property. Sug 
vest that they use the short-cut, the 
direct method, the 


you own 


give you 


to do money 


exchange 
Remember that you are paid on 
ly tor The time spent on 
illogical or poorly conceived deals 
lon Iry to appraise 
customers. IL they unrea 
sonable, no exchange can be made 
matter props) 
tv is worth. Sometimes a reasonable 
with of prope 
totally 
a desi 


results. 
is gone Vel 
you are 


no how much then 


client a pool piec 
better bet than a 
nnreasonable person with 
ible holding 

Never exchange 
know client 
vour prospects if they have 
erty belore pre 
sont then You 
we then in a position to make a 
likelihood 
ot concluding in a transaction. 

Don't be afraid to point out the 


tv i a 


until 
Ask 
prop 


olfer an 


vou what a has 


to exchange you 
listings for study 


proposal that has som 
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disadvantages or handicaps of prop 
erty, for, by doing so, you will de 
velop confidence on the part of 
Make 


showing the good points and the 


vour client. a balance sheet 


poor ones, and let the credit side 
indicate its advantage. 

Avoid transactions with widows 
or with elderly people unless the 
negotiations are conducted through 
their attorney. Ascertain definitely 
if your clients are dependent on 
the income from the property they 
are acquiring. Avoid placing them 
in a position of jeopardy by asking 
them to amortizing pay 
ments on income property beyond 
what the property can be expected 
to pay under normal conditions .. . 
where 


assume 


conditions show 
up vacancies to 20°% and where 
maintenance and service costs are¢ 
high. On the other hand, you may 
point out sincerely that the down 
payment on a property ts frequent 
ly all that the purchaser will ever 
be asked to pay. The man who ex 


ccononmi 


changes his house as a down 
ment on an attractive bungalow 
court, may acquire a $120,000 prop 
erty at a cost to himsell of $26,000, 
the $20,000 being the value of the 
house he gave as first payment. All 
of the payments on the financing 
he assumes will be met by the ten 
ants. One good investment is fre 
quently worth a lifetime of saving 

Remember that 
with longer life expectancy and an 
that will 
over the can accept greater 
hazards than older folks. Also cer 
tain people will frequently sacrific 
income tor greatel living comtorts 
and for pride ol 
buildings of distinguished appear 
particularly when they are 
prominently located, 

Prepare the contract, on Ex 
change Agreement,” caretully, to 
the many contingencies that 
frequently arise. Of cours 
brokers standard 
tributed by their stat 
the 
as they generally contain the pro 
for a well-drawn 
Specific attention 1s, 


pas 


| 
young peop 


carning powel continue 


vears, 


ownership in 


ance, 


cove! 
most 
ust forms, dis 
boards, and 
use of such forms is advisable, 
visions necessary 


agreement. 
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however, called to the following 
important details: 

1) Description 

It is desirable to set forth a legal 
description of the properties to be 
exchanged. Frequently, this is not 
practical and it is sufficient to de- 
scribe the property with such clear- 
ness that a reasonable man can 
identify the property. With city 
property, a street address is suffi- 
cient, but it is desirable to add 
some notation as to the size of the 
property. It is important, however, 
not to be precise in setting forth 
distances. Each dimension should 
be preceded with the word “ap- 
proximate.” With country proper 
ty, if a legal description is not 
available, the description should 
clearly identify the property by 
setting forth the approximate lo 
cation, the approximate number of 
acres, and the name or other sym 
bol of identification commonly em 
ployed in connection with that 
property. 

2) Condition of Title to be Ac- 
cepted 

Provision should be made for 
the delivery of good and merchant 
able title, subject to the following 
matters: 

(a) conditions, restrictions, ease 
ments, and reservations of record; 

(b) encumbrance or encumbrance 
es. 

If either of the properties (01 
both of them) is subject to a loan, 
language should be employed stat 
ing this fact. It is well to describc 
the loan in detail, as “subject to a 
loan in the original amount of 
$ , bearing interest at the rat¢ 
of “o per annum, payable at 
the rate of $ per month and 
maturing on (date), the unpaid 
balance of which is $ ‘i 

If the clear and it 
will be finance the 
property, the language should pro 
vide for the execution of the nec 
essary documents by the party ac 
quiring title. Frequently, it is nec 
essary to provide this financing in 
two loans and provision should b« 
made for this contingency. The 
following language is suggested: 
“The first party (o1 second party) 
shall execute a note or 
cured by deed of trust or deeds of 
trust mortgages, if 
used) property in the 
aggregate amount of $ which 
obligation or obligations shall be 
payable at the rate of not to ex 
ceed the aggregate sum of $ 
per month, including interest (01 
plus interest), and maturing on 
date).” 


property 1s 
necessary to 


notes sec 


(mortgage o1 


upon said 
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3) Personal Property 

If personal property is involved 
with either one or both of the 
properties, specific provision should 
be made for the transfer of title 
to such personal property along 
with the title to the real estate. A 
satisfactory provision covering this 
matter may read, “... together with 
all personal property situated in 
said property belonging to the 
present owner and used in the op 
eration thereof.” 


4) Commission and Examination 
of Properties 

It is most important that the 
agreement contain a statement per 
mitting the agent or agents to col 
lect a commission from both pa 
ties. Also a statement that all par 
tics to the transaction have made 
a personal investigation of — the 
properties with respect to then 
values and that they do not rely 
upon the representation of any 
agent connected with the transac 
tion. The importance of these two 
matters can scarcely be exaggerated 
and no well drawn contract of ex 
change will omit them. 


5) Change of Income or Expenses 
During Pendency of Transaction 

Fither owner of the properties 
involved in an exchange, unless 
prevented by the language of the 
contract’ may pair the 
value or attractiveness of his prop 
erty by changing the terms of exist 
ing even the making of 
new leases; or he may make com 
mitments for substantial repairs o1 
alterations of his property. To 
guard against this contingency, the 
contract should contain a provision 
that “during the pendency of this 
transaction, no changes in the ex 
isting leases shall be made or new 
entered into, or shall any 
substantial alterations or repairs be 
made or undertaken. Both parties 
hereto agree to be bound by this 
declaration.” 


seriously 


leases o1 


leases 


6) Rights of Parties in Possession 

Frequently, properties involved 
in exchanges, have tenants either 
upon a month-to-month 
with unrecorded leases. The 
tract should, therefore, contain the 
language, “subject to the rights of 
parties in possession.” Certainly no 
prudent purchaser would fail to in 
this. 


basis, o1 
con 


vestigat 


7) Time for Acceptance 

To guard against the chance that 
the first party signing the agree 
ment may attempt to withdraw 


before the agent has a reasonable 
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opportunity to procure an accept 
ance from the other party, provide 
for a definite time within which 
the agent may procure an accept 
ance. This provision, to be entorcc 
able, must be coupled with an ex 
pressed consideration. Incorporate 
in every exchange contract this lan 
guage: “In consideration of the 
promise of the undersigned agent, 
which promise said agent hereby 
makes to use his best efforts to pro 
cure an acceptance of this offer, the 
said agent is hereby granted irre 
vocably a period of days within 
which to procure said acceptance a 


8) Execution 

Remember, in many states it is 
necessary to have a wile’s signature 
upon the proposal in order to com 
pel specific performance, and, how 
ever inconvenient it may be to pro 
cure a wife’s signature, every effort 
should be made to do so. 

Of great importance to the suc 
cess of the transaction is the state 
ment. A good proportion of the 
statements submitted on real prop 
erty are carelessly prepared, ina 
curate, and frequently sloppy in 
appearance Remember, when you 
get through discussing a property 
with a prospect, it is difficult, if not 
impossible, for him to remembet 
all of the facts that you have just 
pointed out. When he gets home 
and discusses the matter with the 
family, there is always that helpful 
soul, the relative or the 
next door neighbor, who tosses in a 
monkey wrench. If you have don 
your job and have prepared for 
your client a well-written brief, de 
scribing the property thoroughly, 
even going so far as to set up al 
lowances for maint 
nance, depreciation, and ¢ xtraordi 
nary expenses, your statement will 
and will go a 
to preserve the transac 
until the contract 1s 


, 
visiting 


Vacancies, 


be your advocate 
long way 
tion for 


executed 


vou 


Used House Lot 


You can step up, choose a hous 


needs, and have it 
That's the 
being employed by Jerry 
Dolan in Santa Ana, California, 
who buys used houses off of land 
that has been rezoned or condemn 
ed for 
lot where he 
ers. Several 
have 


that 
moved to your own lot 


suits your 


idea 


freeways, moves them to a 
sells them to lot own 
realtors in the 
bought “late model’ 
moved them to a property, redeco 
them, and sold them at a 
reasonable profit 


house ‘. 


rated 





INTERVIEW 
of the 
MONTH 


with A. J. STEWART 


A. ]. Stewart bas made an outstand- 
ing record of achievements in real 
estate circles during his 32 years in 
the business. Vice-president of the 
Citizens Fidelity Bank and Trust 
Company, Louisville, be is serving 
this year as chairman of the Realtors 
Washington Committee; has long 
been recognized for his work as 
chairman of the Central Business 
Committee of the Urban Land Insti- 
tute. The principal real estate service 
of his company is general brokerage, 
with commercial and industrial de- 
velopments and management of 
downtown properties predominating. 


\ /HAT is the most interesting 
or unusual real estate trans- 
action you have handled? 
\ project to persuade all 
owners of a downtown city block 


the 


to make 


simple improvements 
where 


values and utility had ab 
normally declined from uneconom 
ical and unwise neglect of build 
ings. A study and report submitted 
(in 19835) to each owner at a joint 
mecting, recommending repairs, 
changes and treatment of individ 
ual units in the intelligent self-in 
terest of all, was unanimously ac 
cepted and recommended improv: 
ments all executed 

The consequent results were that 
the estimated 


increase mb mcome 


and character of the occupants of 
individual properties was fully re- 
alized and influenced other im- 
provements in the immediate neigh- 
borhood. 


What do you believe is the most 
important job of the real estate in- 
dustry today? 


Integrity, imagination, resource- 
fulness, and competence working 
in the direction of stimulating the 
development of real estate trom the 
standpoint of modernization and 
building for replacement. 

Certainly 50% of the country’s 
industrial and commercial] facilities 
are obsolete in the light of the 
many new types of mechanical 
equipment available and the mod 
ern conception of conditions undex 
which work can be better and 
more economically performed. 
Probably more than fifty percent 
of our farm buildings are obsolete 
and could be profitably replaced 
or modernized. 


Do you think rent control will be 
renewed? 


Yes, and I also believe it’s time 
for it to end. The only valid rea- 
sons which can be advanced for 
federal control are: 1) political ex- 
pediency; 2) the power it gives a 
bureaucrat, and 3) an unwhole- 
some desire to retain controls. 


What is your opinion of the co- 
operative housing amendment to 
the housing bill now in Congress? 


Its passage would be contrary to 
the public interest and should be 
resisted in all proper ways by those 
interested in reversing socialistic 
trends and those sharing the beliet 
that the federal government is al- 
ready in over its head in matters 
that should be left to private enter- 
prise, unless socialism is the ob 
jective. 

I personally believe the housing 
requirements of our people are 
being met as fast as practicable. If 
unhampered for a shorter period 
than it will take the federal agen- 
cies to get started with anything 
but ideas, private enterprise will 
lind the answer to provide housing 
for the low-income group. It is in- 
evitable, if only through over-sup- 
ply. 

Therefore, I feel the principal 
challenge to realtors is to equip 
themselves to point the way to us 
ing the abundance of idle private 
capital in the country to fill the 
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need for new buildings (other than 
residential units) in the interest of 
keeping the vital building trades 
at work. 


What is your principal objective as 
chairman of the Realtors Washing- 
ton Committee this year? 


Carry out the policies established 
at the last NAREB convention and 
do my best to measure up to the 
high standards of effective service 
rendered by previous committees 
and chairmen. 


What do you think of NAREB’s 
slum prevention program for this 
year? 


It is the most effective and only 
practical plan advanced to date by 
government or private interests that 
promises a solution to this prob 
lem. 


What do you think the real estate 
industry needs most? 


Less interference from govern 
ment at all levels. Fair and reason 
able zoning revision and unifica 
tion of building codes. Better un 
derstanding between realtors, archi 
tects, contractors, material men and 
trade unions as to what represents, 
first, the best national interest, and, 
second, their own intelligent self- 
interest in providing the country’s 
new building requirements. 


How can realtors help solve the 
parking problem in their commu- 
nities? 


The parking problem varies so 
widely in each city (influenced 
mainly by the number of people 
living in the metropolitan area, 
number and density of population 
in the trade territory, and the street 
pattern) that realtors could render 
a tremendous service by intelligent 
study and research to find and in 
fluence adoption of a plan best 
fitted to the needs of their com 
munity. 


What effect do one-way streets have 
on the parking problem? 


Personally, I believe there is rare- 
ly justification for establishing one- 
way traffic on streets permitting 
two traffic lanes in each direction. 
Curb parking should not be per- 
mitted on narrow streets where 
congestion indicates the necessity 
of one-way traffic. 
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DO'S AND DON'TS 
IN BUYING A HOME 


Here are unbiased, helpful suggestions for home seekers, gleaned from expe- 


riences in hundreds of real estate transactions. These rules will help prospec- 


tive purchasers get the best possible service when they buy a home. You may 


wish to send copies of this copyrighted article to prospects in your community 


~!O you want to buy a house? Here are 10 basic poinis 

for buyers to remember when dealing with real 
estate agents and brokers. Follow these do’s and don'ts 
to housing happiness! 


1. DO choose a licensed real estate agent and discuss 
your problem with him or her. There are two ways to 
buy property: You can play the field (have your name 
in the notebook of every salesman in town and be 
called about anything and everything on the market) 
or you can simplify your task by putting yourself in 
the hands of an agent who will do his best to find what 
you desire, and who in turn expects your cooperation 
in return for his extra efforts. 

2. DO be frank with your agent. Make it clear as 
possible where in town you prefer to live, what type 
of house you want, how much cash you can invest, 
monthly carrying charges and other information which 
will aid him in solving your housing problem. 

DO be considerate enough, however, if an agent has 
worked hard for weeks to find exactly what you've told 
him you require, not to walk into an “open house” and 
buy it, leaving him out in the financial cold. If you 
like the looks of it, give vour diligent agent the chance 
to show it to you. If you must go in, at least tell the 
salesman at the door “I’m Mr. John Doe's client, and 
if I buy I wish to buy through him.” Most brokers re 
spect this attitude, appreciate your doing as much for 
them in the same circumstances and will cooperate 
with the office that has been working for you. 

Also, DON’T give the impression that $18,000 is 
your top price, that you won't buy anywhere but 
Northwest, then go Sunday riding with the family, 

valk into a $35,000 rambler in Virginia that is “Open 
.or Inspection” and buy it from another broker. Agent 
No. 1 has wasted a great deal of time trying to find 
what you specified you wanted. And time is an agent's 
biggest expenditure. 

3. DO realize that an “exclusive listing’ means the 
sale must be handled by the firm holding the “exclu 
sive”; it does not mean another office can't show the 
property to you. Brokers will cooperate Ww ith each othe: 
and divide the sales commission, so your agent doesn't 
see his efforts completely unrewarded. (This does not 
apply to certain communities where the developer has 
his own sales force and will not permit other agents 
to sell his houses. Your agent will be familiar with such 
projects.) 

4. DO, if you are a married couple, stick to the same 
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agent. It complicates things for everybody if one brok 
er shows property to the wife and another aids th 
husband — perhaps shows him the same house! ‘Two 
agents on one deal, unless it’s a cooperative sale, is one 
too many. 

5. DO remember your manners when inspecting a 
house, particularly if the owners are around. Don't 
embarrass the agent by critical remarks or by too clos¢ 
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“rest 
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=> 
Telling your agent that $18,000 is the top price you can pay, and 


then buying a $35,000 home from another broker isn’t playing 
cricket with the first agent. Be completely frank about your needs 
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Golkma 


K-, 


If an agent has shown you a house, don’t go behind his back to 


make a private deal. The agent still can collect his commission 


attention to the furnishings and personal belongings 
It's kindea 
quite what we want.” Save your criticism to tell the 


in the house to say, “I'm afraid this isn’t 
agent later, so he won't repeat his mistake 

6. DO keep your appointnents. ‘| he fact that mental 
wards aren't crammed with deranged real estate sales 
people is a compliment to their patience and under 
But the 
so by clients who cancel appointments at the last mo 
ment, or simply don’t show up at all. It often takes 
much telephoning and hard work to arrange to show 


standing pace is wearing made especially 


a house ata certain time. It sometimes means cancella 
tion of other engagements for the owner or agent. Be 


prompt for the appointment 


7. DON'T register disinterest when an agent shows 
go behind his back and 
try to make a private deal with the owner in order to 
save paying the 


vou a house, then wait a while, 


Agents consider 
they will probably 
COMMISSION 


went s COMMISSION 
Anvway 
sue the owner and collect the 

8. DON’T ask a broker to cut his commission so you 
can get the property cheaper. It's his salary, not 
He has worked hard to educate himselt 
trends, ethics, architecture, 
lems of his profession. For 


this justifiable homicide 


a tip 
in real estat 
financing and other prob 
every makes in this 

And his ex 
penses for rent, advertising, gasoline and other items 
like ole man river, just keep going on. He earns the 
customary 9 percent Commission 


9, DON'T sign a sales 


sale he 
highly competitive field, he loses dozens 


contract until vou're sure 


s4 March, 1950 


you've made up your mind. And make sure all agree 
ments between all parties concerned are in writing in 
the contract. Once you and the seller have signed, don't 
expect the broker to be gracious and give you back 
your deposit if you have a change of heart. Only the 
seller can release you from the contract, if he wants to, 
but then you lose your deposit. He keeps half, and the 
agent gets half to recompense him for his work. 

10. DON’T call up a broker about an advertised 
property and refuse to give your name after he has 
given vou full information. It’s much better to tell 
him your honest reaction to the information and il 
you don’t want to be called about other properties, tell 
him so. If he’s looking for sales, he’s not going to waste 
time calling you on properties which don’t meet your 
requirements. 


Watch the April issue of the Journal for another helpful 
article, this one for prospective sellers, titled “Ten Tips 
on how to Sell Your House.” 





Reprints Available 


You may wish to send copies of this article to your pros- 
pects. Reprints, suitable for mailing, may be obtained 
from National Real Estate and Building Journal, Cedar 
Rapids, Iowa. Prices, including postage, are: 50 reprints, 
$3; 100, $5; 500, $15; 1,000 or more, $25 per 1,000. 











Percentage Lease Assignments 


Occasionally, a percentage lease will be drawn with 
out providing specifically against assignment without 
consent of the lessor. Because of the manifest advan 
tage to the tenant in holding down fixed expenses, 
the court usually will sustain the owner in contro 
versies over unauthorized assignments if the lease is 
silent on this point. 

The shoe department in an exclusive women’s wea) 
store was rented for a flat rate plus percentage to a 
concern featuring a nationally known brand of fine 
footwear. The store owners took it for granted that 
only quality merchandise would be handled. Aftet 
several years of disagreements over policy, the tenant 
decided to set up business elsewhere. To cover lia 
bility for the minimum rent, it assigned the sho« 
concession to a manufacturer's outlet handling in 
expensive lines. 
this arrangement was discovered, the 
management took over the department and refused 
to permit the sublessee to continue, Considerable time 
clapsed before another tenant could be secured who 
handled merchandise of comparable quality. Beliey 
itselt entitled the trouble 
and expenses incurred by the tenant's unauthorized 
transfer, suit for damages was filed. Judgment was 
awarded the though the had 
expressly forbidden assignment. 

Both the District Court and the Circuit Court olf 
\ppeals found for the landlord. The underlying 
theory was that the original lessee had been selected 
because it held a franchise for an exclusive brand of 
shoes and enjoyed a fine reputation. Relying upon 
this, the owner was justified in assuming that no in 
ferior merchandise would be brought into the prem 
Assignment without consent, even though not 
prohibited by the lease, 
the agreement 


\s soon as 


ing to reimbursement for 


lessor even lease not 


ises. 


was considered a violation of 
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LIVING 


By ALBERT KESHEN 


MIRCULAR design is the latest apartment house 
A architectural innovation. What are its advantages? 
First, space is easily added or subtracted from an apart 
ment when economic conditions fluctuate, and, second, 
construction costs are reduced because engineering re 
quirements and architectural beauty are combined be 
fore the plans are drawn. 

\ New York property management firm, Webb & 
Knapp, Inc., has planned this spirally-designed apart 
ment for New York City. Rental will be on a square 


Artist’s conception of the building 
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Cut-away view of the model 


foot basis rather than by the number of rooms Square 
foot rental cnables the owner to keep in step with 
changing economic conditions since he may lease large 
or small areas depending on demand. In difficult times, 
a high degree of occupancy may still be achieved be 
cause owners can adjust space to the pay-ability of 
tenants 

ibrupt sociological 
is unaffected be 


If conditions arise lorcing 
changes in the area, the 
cause of its great adaptability to the income and the 
character of the and practically, 
figuring rental rates on a square basis allows a 
landlord a for 
nance 

With those “background” ideas, 1. M. Pei, architect 
for Webb & Knapp, Inc., created the spiral apartment 
at less propos d cost per square foot than the conven 


apartinent 
COMMUNITY, more 
foot 
method of maint 


truct accounting 


costs 


tional apartment 
Savings result from placing all the utilities, au 
centralized 


back up 


con 
plumbing, and clevators in a 
mechanical core. Kitchens 
to this core and tap into it 

Only cight reintorced, or radial columns are 
sary as compared to about 50 supporting columns in 


ditioning, 
ind bathrooms 


neces 


conventional construction, and modular construction 
results in cost-saving standardized parts 

\n Hnportant design feature is the terrace at the cu 
unit. Measuring 8 x 35 feet, this 


innovation provides ample space chil 


cumference of cach 


penthouse lor 
dren to maneuver tricveles 

Stagecred hall-floors are an 
ture granting privacy only expected Velore in duplex 


Space 


wagons, or to romp 


even more unusual fea 


and triplex apartments for assembling some 
members of the family while others are seeking pri 
vac 


is important. In the spiral apartment, a gather 


ing may be held in the living room while others retire 


to another leve 

Still another movable 
When a the family 
is create an additional room by inserting a wall panel 
then make plans for floor 
The apartment is so constructed that floor ar 


arrives, all 


feature are wall panels 


new baby need do 


and leasing more spac 
ican be 
can be 


subdivided as easily and as flexibly as furniture 


moved 
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Homes Our Readers Are Building 


® In Indiana 


| IR 1950 home sales promotion, 
Whitcomb & Keller, Inc., of 
South Bend, Indiana, is showing a 
new model Studebake1 parked in 
the drive of one of their ranch-type 
model homes 
At about the time Whitcomb & 
Keller announced their fourth ad- 
dition to South Bend, Sunnymede, 
which is located on the northeast 
side of town, the 1950 Studebaker 
was unwrapped in the country’s 
showrooms. ‘The company co-ordi 


® In New Jersey 
ay 


KITCHEN 
82176 


ae 


LIVING ROOM 
134°x17'2 


BEDROOM 
1004114" 


BEDROOM 
1'2°x 155° 





( NE major innovation intro 
duced to the moderate priced 


rental unit field is the built-in en 
tertainment and cultural facility in 
the form of the radio-television 
phonograph corner section of th 
living room 

Warren | Lockwood 
built by Milton I 
in’ Roselle, New 


the “musicorne’ 


Village, 
Ehrlich, Inc 
Jersey, features 
and “television 
letting of 210 


and 


Ok lo induce the 
three-and-a-half room 
100) four-and-a-half 
In the smaller 
that sold” many 


ried couples is the 


units 
room units 
units, a teature 


has young ma? 
anticipation 
room capable of doubling as a nurs 
ery or an all-purpose room 

The Lockwood 
compasses 17 acres, but only about 


rool. All re 


is landse iped and 


Village site en 


three acres are under 


maining land 


nated their sales campaign with the 
drive to sell Studebakers. 

Other promotional devices in 
clude mailing brochures that call 
attention to Sunnymede’s distinc- 
tively designed homes; large lots, 
completely landscaped; concrete 
paved, wide, curving streets, and 
convenient shopping facilities. 

Sunnymede Fourth is the last ad 
dition to the original subdivision 
covering 360 acres and containing 
more than six hundred homes. Lots 


divided into play areas and wading 
pools for children. Off-street park 
ing facilities and garages are also 
available close to the apartments 
FHA minimum room sizes have 
been exceeded by about twenty pel 
cent in the apartments. Total liv 
ible floor area of the three-and-a 
halt room unit is 510 square feet 
ot the four-and-a-half room 
unit, 665 square feet. Closet space 
and adequate 
space is provided in the basement. 


is ample storage 


Bathrooms have a ceramic tile 
floor and wainscoting 

Kitchens are equipped — with 
Youngstown steel cabinets, Frigid 
aires, and gas ranges 

Windows in this Georgian-styled 
apartment center are metal-weath 
er-stripped and fitted with full 
length copper screens 


March, 1950 


measure from 80 to 110 x 110 feet 

Pictured is a home selling fo 
$21,500. Built over a half-basement, 
the home contains facilities for 
laundry and work-shop downstairs 
since Whitcomb & Keller have 
found that many people do not 
prefer slab-on-ground or slab-on 
unexcavated-foundation construc 
tion. Some of their homes, how 
ever, are built on a concrete slab. 

Floor area of the home is 1,100 
square feet. Overall dimensions are 
54 x 25 feet. 

Nationally-known products used 
in construction and outfitting are 
Weyerhaeuser lumber, Curtis Silen 
tite windows and woodwork, Gene 
al Electric oil-fired furnace, Crane 
bathroom fixtures, Napanee kitch 
en cabinets, General Electric Dis 
posall, and a General Electric dish 
washer. 


x a 
BATH NUR FoininG 


ATH EN KITCHEN 
52x76 S26 F6'9,.80 


78x82 


— 


LIVING 
ROOM 
120x172" 











BEDROOM 
11 2°x14°2 


dl 











For the three-and-a-half room 
unit, the rental rate is $82. The 
four-and-a-half room unit rents for 
$92 a month. Garage space can be 
had for $6 a month extra 

Radio 


broadcast sponsored by the 


advertising on a news 
com 
pany, classified and display news 
paper advertising, and a model 
ipartment drew Lock 
wood Village. Salesmen in the mod 
el apartment called 


these building and outfitting prod 


crowds to 
attention to 


ucts. Youngstown kitchen cabinets, 
Frigidaire refrigerators, Mastic Til 
Corporation of America asphalt tile, 
Vitusville Boiler Company boilers, 
Bell & furnaces, Minne 
apolis-Honeywell heat controls 
American-Standard plumbing fix 


tures.  } 


Gossett 
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®@ In Florida 


AMBLING with the unconven 

FF tional has been profitable for 
Realtor-Builder N. L. Van Duyne, 
Winter Haven, Florida. 

Building ideas had gradually de 
veloped in his mind over a period 
of 20 years of renting and selling 
homes to the public. One of the 
conclusions reached is that most 
veterans cannot afford to pay for 
the home suitable to their needs. 
The conventional, well-built home 
is beyond their means. But many 


LIBRARY 


ee 9 


BREEZEWAY KITCHEN 9 BATH 


® In Kansas 
eye Y line production meth 


ods are accounting for three 
homes a week completed in Prairie 
Village, moderate - priced housing 
development of the J. C. Nichols 
Company in the Kansas City locale. 
Operations begin at an on-site 
pre-fabricating mill run by 12 men 
who cut and shape about fifty thou 
sand lumber 
week. Crews along the production 
line lay foundations, complete the 
framing and finish the exteriors, 
then roof the home. One home a 
day is roofed and ready for interion 
decorating and outfitting. 


board-feet of every 
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less expensive, equally good con 
struction materials, not yet passed 
on by FHA, are available. These 
materials reduce the cost of the 
Van Duyne homes. 

On 8 x 16 inch concrete footings, 
the concrete block foundation is 
set. It extends up to the window 
level, forming part of the house 
walls. The exterior finish material, 
Weldtex plywood, is nailed to the 
standard framing lumber. Water 
repellancy is given the concrete 
blocks by painting with Seal-Rite. 
Ihe plywood is treated with Fin 
zite, then varnished. 

Interior walls are similarly fin 
ished in striated Weldtex, and ceil- 


\t present, the company is con 
structing five-room, basic-floor-plan 
homes on a full basement. Upstairs, 
two additional rooms, as well as an 
other bath, are roughed-in. Priced 
at $12,500, these homes are built on 
lots measuring 65 x 125 feet, fully 
improved. 

Floor area of the homes is ap 
proximately twelve hundred square 
feet. Over-all dimensions are 48 x 
°6 feet. 

Although floor plans are identi 
cal, front and side elevations ar« 
dissimilar. Exterior 
varied .. . some homes are finished 


materials are 
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ings are finished in Nu-Wood in 
sulation board. Other walls ar¢ 
dry-wall constructed. 

Lot sizes average 120 x 140 feet, 
The home, priced at $9,850, has a 
floor area of 715 square feet and 
its overall dimensions are 28 x 47 
feet. One of the unusual features 
of the home is the 200 lineal feet 
of shelving not occupying or con 
flicting with available room space. 

Other fine products increasing 
salability are Barrett asphalt shin 
gles, Wood Conversion Company's 
Nu-Wood, U.S.G. Rocklath, 
ley-Gaulbert paint and varnish, El 
jer plumbing fixtures, Hotpoint 
and Markel electric appliances 


Peas 





in shingles, some in shiplap, others 
in vertical 
them have combinations of no mort 
than two of these finish materials 
None of the homes has too 
exterior 


siding, and many of 


nany 
elements 
Monotony is also avoided by 
changing the 
adding front entrance 


building shed dermers on the sec 


g ve 
position ol garages, 


over-hangs, 


ond floor 
An unusual 


Vacy-assuring glass block bathroom 


feature is the pri 


window with an opening section of 
ordinary plat 
the glass block panel 

Among the building products are 
Blocks, 
Kohler 


\irtemp furnace 


ve lass W indow above 


Insulux Glass Bruce pre 


finish flooring 

fixtures, Chrvysle 
( rawlord 
finish 
Day and 
General 


plumbing 


Ruswin 
Sheetrock 
wate! 


doors 
hardware, U.S.G 
Night hot 
Flectri« 
Youngstown kitchen cabinets 


garage 


heater 


dishwasher, and 





Example . Philadelphia 


A working guide for you to use in 
reclaiming slum or blighted areas 


in your community 


is now off 


the press. Prepared by the Urban 


Land 


Institute for the National 


Association of Rea! Estate Boards, 


this manual can give you step-by- 


step help in a private enterprise 


crusade. This article gives high- 


lights of the suggested procedure 


Here's How to Rehabilitate Slums 


JYRESIDENT Robert Gerholz of 
the National Association of 
Real Estate Boards has asked that 
members in 75 cities pledge co 
an all-out drive to re 
habilitate slum areas. Already more 
than sixty-three boards have started 
working have declared 
to show how a di 
rect, local approach to curing bad 
housing conditions really works. 
The working guide to steer these 
committees in the slum reclamation 
program has been prepared by the 
Urban Land _ Institut 
are some ot the 


ope ration im 


and more 


their imtention 


Following 
highlights of this 
manual 

Here are the principal steps 
needed to put such a program into 
operation 

“I. Review your present city or- 


dinances relating to minimum re 
quirements for health, sanitation, 
safety, and fire hazards in dwelling 
places. Check these requirements 
against those which are needed in 
your community to provide accept 
able standards of livability. 

“2. Enlist cooperation and coor 
dinated effort of interested groups 
in the community such as civic or 
ganizations, clubs, labor 
unions, chamber of commerce, 
home builders’ association, and re 
organizations. This effort 
can well take the form of a citizens’ 
committee for neighborhood recla 


business 


ligious 


mation. 

}. Get newspapers and radio bx 
hind the program. Neighborhood 
reclamation is a news-generating ac 
tivity high in public interest. 
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“4. Work with the mayor, city 
council, health officer, police, fire 
and sanitary departments, and youn 
planning commission in formulat 
ing any necessary additions and re 
visions to municipal ordinances to 
carry out your slum rehabilitation 
program, and in setting up proper 
and adequate machinery for its con 
tinued administration and enforce 
ment. 

“5. Call upon the properly con 
stituted public officials in large 
cities to appoint a special municipal 
judge qualified to handle strictly 
and impartially all cases involved 
in enforcing the neighborhood re« 
lamation program. In smaller cities, 
one of the regular municipal judges 
can be designated to handle all such 
cases as part of his regular sche dule 
ESTATE 
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“6. Maintain the citizen’s com- 
mittee as a permanent advisory 
body to work with and back up 
city officials, and especially for con- 
tinuing publicity on the progress of 
the program and the work of the 
special court. 

“A satisfactory, workable ordi- 
nance to carry out a neighborhood 
reclamation program should in- 
clude the following provisions: 

“1. That all dwellings, vards, and 
open spaces shall be kept clean and 
free from accumulations of dirt, 
vermin, and debris. 

“2. That all plumbing shall be 
maintained in sanitary, and work- 
able condition. 

“3. That all parts of a dwelling 
shall be maintained in good repair, 
structurally safe, and weatherproof. 
“4. That the proper municipal 
authority (health department ot 
building inspector) after due notice 
to the occupant, the owner, or both, 
may correct any violation of the 
health, fire, sanitary, or other code 
and charge the property with a lien, 
or may, if necessary, order the 
property vacated. 

“5. That health regulations con 
tain at least provision for: adequate 
heating equipment; minimum 
standards for light, air, and ventila 
tion, specifications for occupied 


basement rooms, if permitted; mini 
mum size and cubage of sleeping 


rooms; maximum 
sons per 


number of per 
habitable room (usually 
not more than one and one-half); 
presence inside the dwelling of 
running water, flush toilet, and 
bathing facilities with sewer con 
nections and proper ventilation. 

“6. That violation be subject to 
a stiff fine for each day of violation, 
to be levied against either occupant 
or owner, or both. 

“The pilot project should be 
chosen, not only because it needs 
rehabilitation, but to produce an 
effective and convincing demonstra 
tion.of what can be done through 
neighborhood reclamation. This 
demonstration area should not cov 
er less than an entire block and, in 
general, should be the worst block 
in the city composed predominant 
ly of residential buildings with a 
sufficient remaining physical life to 
warrant rehabilitation rather than 
complete demolition. The pilot 
project should have three phases: 

“1. Removal of outbuildings, 
shacks, fences, and other flimsy 
structures. 

‘2. Cleanup of debris, rubbish, 
and vermin infestation. 

“3. External and internal repair 
and rehabilitation of existing build 
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ings to meet the minimum stand 
ards of health, safety, and sanita 
tion. 

“A fourth phase, converting de 
velopment of common yard spacc 
for recreational use and a minimum 
amount of landscaping, should be 
studied. 

Concurrently, the program will 
need, among other things, the fol 
lowing 

“1. A comprehensive and organ 
ized method for continuing neigh 
borhood reclamation on 


a progre s 
sive block-by-block 


bases, with en 
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forcement applying to owner and 
tenant alike. 

‘2. Active and continued cooper 
ation of business, civic, and munici 
pal bodies 
“3. An adequate and workabl 
city ordinance covering minimum 
livability standards for all types of 
dwelling accommodations, and sub 
yect to periodic review. 

Copies of the working guide 

Neighborhood Reclamation” may 
be ordered from the National Asso 
ciation of Real Estate Boards, 1737 
K Street, N.W., Washington 6, D.C. 











“You can train ‘em. You can pat ‘em on the back. You can do everything for ‘em. But they have to 


be right for the job in the first place.’ So spoke a sales manager to the author who immediately went 


to work on a check sheet for hiring salesmen based on traits of successful field men. Don’t play 


hunches. Require evidence and avoid the high cost of personnel turnover. Here are personnel guides 


V ANY real estate sales manag 

ers fail to realize how costly 
turnover in field sales personnel 
can be. One company I talked with 
recently, with 10 men in the field, 
stated that they had hired 18 men 
in the past eight months for sales 
a turnover rate of roughly 
120 percent a year! 

This sales manager gives his men 
a base salary of $300 a month plus 
COMDMLESSIONS OVECTI quota, and THIS 
cellaneous 


jobs oe 


expense allowances as 
required, On an 
months’ 
each 


penditure of some 


average ot six 
with his company, 
represents an ex 
$4,000 to train 
Individual costs will 
and the 
men will bring in business during 
their training period cutting the 
cost down somewhat, but the hid 
den losses of sales personnel turn 
olten undercut the 
apparent profits on sales 


stay 
salesman 


ind lose! 


vary, of course, some ol 


ovel seriously 

In trying to discover which men 
will be a success, vour best guide 
will be the men you already have in 
the held. Over who have 
been the successtul working 


the vears, 
men 


out of vour office? Get the facts. 
Don’t use “judgment”, hunches, o1 
guess work. Analyze sales records. 
Determine who has brought in the 
profitable business. Put their names 
on a sheet of paper. 

Who have been the real failures, 
the undesirables? Put their names 
down on another sheet. From these 
two groups of men you should be 
able to extract the information vou 
need to set up a system with which 
to pick good men in the future. 

Having determined who are your 
successful salesmen, the next ques 
tion is: “What makes them a suc 
The answers, from the stand 
point of selecting and hiring men 
are to be found by examining close 
ly the personal history of each man 
at the time he went to work for you. 
If he has now been on the job for 
a number of vears, go back in your 
thinking (and vour records if you 
have them) to the time he started 
in the field for you. 

Hlow old a man was he when he 
started? How mature was his out 
look? What was his standard of liv 
ing? How much money had he been 


ce ss?" 
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making? How much money did he 
need for his family? What was his 
gencral appearance, voice, manner? 
\ checklist of the items necessary 
to check up on for each man is 
found on the opposite page. When 
you have set down on paper fon 
each successful man the essential 
information on these points, you 
will have established a general pat 
tern of what makes a_ successful 
salesman for your company. 

Similarly, dig out the informa 
tion on the failures, the undesira 
bles, the apparent misfits, and es 
tablish the general pattern of the 
background and personal qualifica 
tions of the men who will probably 
fail as a salesman for your compa 
nv... and avoid them in the fu 
ture. 

Without encountering too much 
more trouble, vou can then revise 
your application for employment, 
vour reference check, and your 
other forms, so that all of the es 
sential information is brought out 
for comparison with a pre-detet 
mined key or guide sheets written 
up and kept in your files. 


NATIONAL REAL Estate AND BUILDING JOURNAL 





Remember, the basic approach is 
factual, in terms of average. Don't 
plav hunches. Don’t hire a man en 
one recommendation and make no 
further check on his general possi- 
bilities for success or failure. Get 
the facts first! The small amount 
of time required to build up this 
factual picture of your past experi 
ence with other men will increase 
your chances for predicting the pos 
sibility of success of any new man 
you may interview. 


Some Types to Avoid 


1. Refuse men who have domestic 
difficulties. When a man is paying 
alimony or is maintaining two or 
more households, he frequently has 
too many worries to think construc 
tively about his job. 

2. Refuse men who have uncer 
tain health, lack physical fitness. 
You must know the physical re- 
quirements of your field sales job. 
Get an examination on every man. 

3. Refuse men who have a record 
of chronic illness. Nobody wants a 
salesman who will be absent from 
his job a month or two every yea 
while he recovers from some illness 
\ man who can’t keep well is a 
costly luxury on a sales force. 

4. Refuse men whose salaries on 
previous jobs were 50 percent or 
more above your starting rate. Few 
men can reduce their standard of 
living and be satished to work on 
a job which pays less than they are 
used to. 

5. Refuse men who have gone to 
college three years or so but who 
didn’t graduate. The man has a 
better than average education, pos 
sibly “too much education” for the 
job, but may not be a good “finish 
er” of whatever he starts out to do. 

6. Refuse men who have had too 
many previous jobs. Men who have 
this record usually quit when the 
going gets tough. 

7. Refuse former salesmen of 
competitors. They frequently have 
more to unlearn and are more dil 
ficult to handle than a man with 
no previous experience in the busi 
ness. They know all the wrong an 
swers already. 

8. Refuse men on whom a doubt 
ful credit report is received. You'll 
find this especially important if 
salesmen are handling money and 
must be trusted both by the buyer, 
the owner, and his company in 
financial matters. 


An Informal Rating Method 


One company I know set out to 
rate every salesman in order of his 
all-around usefulness and success 
fulness. To start with, the sales 
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manager had the men all contrib 
ute their ideas towards making up 
a list of items that, in their judg 
ment, would make a virtually per 
fect salesman. The list was then 
reproduced by mimeograph, with 
spaces for ratings of “Below Aver 
age”, “Satisfactory”, “Outstanding”. 
If the man was rated “Below Aver 
age”, he got a score of 0 on that 
item. “Satisfactory” rated 1 point, 
and “Outstanding” rated 2 points. 
With 50 items on the list, the theo 
retically perfect would 
rate 100. 

Each of the salesmen, and the 
salesmanager, rated every man on 
unsigned forms, and the ratings 
were combined enabling cach sales 
man to see his own strong points 
and weak points. In addition, the 
manager was given an opportunity 
to get further guidance in picking 
good men for the future. 


salesman 


The process was carried out ove 
a period of weeks with discussion 
meetings of an informal nature last 


ing an hour each time. While it 
ot course, impossible to elimi 
nate personal feelings and likes and 
dislikes entirely, the procedure did 
give rise to a conscientious consider 
ation of those traits and personality 
performance factors that make for 
success in selling real estate. 

Whether you use such an inform 
al rating, a factual examination ol 
the personal background of your 
men, or some other approach, keep 
in mind that the problem of pick 
ing winners for held selling is a 
problem in prediction, and that 
sticking to facts and averages will 
pay olf more frequently than 
hunches and guesswork. 

Ihere are no “magic formulae” 
lor selecting good men as real estate 
salcsmen. Common sense and ad 
herence to a systematic method, 
plus a reasonable amount of work 
accumulating facts and analyzing 
them, will greatly reduce the costly 
turnover in field sales personnel. 
Try it! 


was, 





What Makes a Successful Real Estate Salesman? 





1. Age when hired 
Health, vitality, strength 
Education, level, type of 
Aggressiveness, initiative 
Character 
Interest in real estate, generally 
Type of past work 
Occupational experience 
Occupational level of parents 
Life insurance owned for age 
Level of activities and contacts 
Prestige among associates 
Extent of activities and contacts 
War service record 


Liking for people 





A Check List of Factors to Investigate in Setting Standards For Hiring Men 


General appearance, voice, manner 
Mental ability 

Business arithmetic ability 
Stability 

Interest in selling real estate 
Possible future earnings 
Prior earnings for age 
Maturity of outlook 
Financial net worth for age 
Financial reputation 

Type of family life 


Attitude of family towards his 
work 


Financial help from family 
Financial capacity to survive 


Reason for leaving previous job. 








In using this check list, go over the personal history of each of your successful men, to 
determine what the facts were for each of the above categories. This establishes the de 
sirable pattern of information to be extracted from an applicant. Similarly, investigate 
the personal history of the men who have failed as real estate salesmen, or who have 
proved otherwise undesirable, on cach item, and establish the undesirable pattern. De 
velop an application form which will reveal as much of the information as possible, and 
analyze the facts on each new man, using a standard guide developed for the purpose. 
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Home Builders Lay Plans 
for Booming Year Ahead 


PTIMISM grave 
warnings . keener 
than ever in new ideas .. . a drive 
for low rental housing a big 
ground swell for contemporary d¢ 
sign ...a challenge to build a jack 
pot to fight public housing . . . ex 
uberance, confidence, pride in 
achievement readiness to sign 
orders for new products 
In such great numbers that they 
jam pac ked clinic sessions, thronged 


storm 
interest 


corridors, spilled out of elevators, 
ind elbowed their way into exhibit 
booths, a record-breaking crowd of 
more than fourteen thousand home 
builders, product manufacturers, 
realtors, exhibitors and others in 
terested in. the building in 
dustry took Stevens and 
Congress Chicago last 
month for their annual convention 
and exposition 

They had had a 
broken all records 1,023,300 
housing starts. And January pro 
duction of homes had passed Janu 
arv, 1949 by 60°). But they had 
que stions to ask. And they wanted 
government officials, material deal 
crs, lend rs, and le ading builders to 
help answer them 

Even after the first day of the 
National Association of Home 
Builders convention, most builders 
realized that a 1950 


home 
over the 
hotels in 


good veal 


with } 


successful 


would depend on more merchandis 
ing know-how and on mortgage 
financing legislation pending in 
Congress. 

They agreed that increased em 
phasis must be placed on low cost 
rental housing; that 250,000 units 
should be built this year to rent 
for $65 and less. But they expressed 
concern over the huge backlog of 
608's. ‘Total commitment requests 
had reached the $820 million mark 
$311 million in authoriza 
tions were in sight — 608 to expire 
March 1 with a probable replace 
ment bv a revised 207. This would 
mean higher equity investments 
a crippling blow to the booming 
rental construction market,” as Na 
than Manilow, Chicago developer, 
expressed it. (Section 207 calls fon 
commitnents covering 90°; of the 
first $7,000 of value per units and 
60°. of the excess up to $10,000. 
608 90°% of the re 


only 


section pave 
pl wement cost.) 
But on the whole, builders were 
more with the present 
mortgage financing. 
[hough most delegates agreed that 
Fannie May had become a “crutch” 
instead of a “stand-by”, Thomas 
new NAHB president 
from Miami, said that “investment 
funds appear to be ample and all 
insured 440°, mortgages are find 


satished 
Situation mn 


Coogan, 
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By BOB FAWCETT 


Managing Editor 


ing a ready market at a reasonable 
premium. Fannie May has sold or 
optioned all its 442% mortgages 
and there is now some movement of 
1% mortgages.” 

rhis brought up another finance 
ing question: What could be done 
about disparity in VA and FHA in 
terest rates. The answer was given 
by T. B. King of the VA: “As far as 
I know, anyone who plans to do 
any building in 1950 should plan 
that GI loans are going to be 4%. 
There is no possibility of increas 
ing the GI rate.” 

Delegates grumbled when Ray 
Foley told them, “Without the help 
of the FHA-insured financing, VA 
guaranteed loans, and billions of 
dollars made available from the 
Treasury through the FNMA, we 
probably would not have been abl 
to reach a billion starts in 1949. 
You were supported by the most 
liberal financing aid 
available by the 
in war-time 

And what would the market be 
in 1950? Builders knew that even 
now they were having to renovate 


made 
government, even 


evel 


selling techniques to get names on 
the dotted line. Fritz Burns, nation 
ally-known Los Angeles realtor 
builder, offered ‘this challenge: 
“Continued maximum production 
is only possible by constantly ex- 
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panding and maintaining our mar- 
ket through expert merchandising 
methods in order to tap entire sec 
tors of potential buyers hitherto 
immune to ordinary approaches. 
Builders must not be satisfied by 
merely having taken care of the 
‘desperate demand’ or the ‘no down 
payment demand’. Our market can 
be doubled, tripled, even quadru 
pled with aggressive salesmanship.” 

James C. Downs, Jr., Chicago 
realtor and economist, advised 


builders to strengthen their opera 
tions against a “sharp over-all drop 
in the private building market” 
scheduled for late in 1950. “On the 


purely quantitative side, the market 
appears to be almost inexhausti 
ble,” said Downs. “Builders who do 
as well in 1950 as they did in the 
past must operate on careful mat 
ket analysis, with a new, higher 
level merchandise desirability with 
in the low limits of the market.” 
King attested to the veterans’ d¢ 
mand, saying that the upsurge in 
GI loan applications proves the 
basic depth of that demand for “a 
long period ahead” and that he still 
anticipates a total participation of 
“close to four million veterans.” 
And, from talk in the smoke 
filled rooms, builders are going to 


Builders jammed exhibition halls in two hotels to see some six hundred gadgets, 
multi-purpose appliances, structural materials put on display by 177 manufacturers 
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“The crest of the building wave 
can be dashed suddenly on the 
breakers if the federal government 
sees fit,” Frank Cortright, executive 
vice-president, told convention dele- 
gates after being introduced by Bob 
Gerholz, past president of NAHB 
and the current NAREB president 


Almost 
mously they told of then plans to 


meet that demand. unani 
build more homes this vear than in 
1949. Luther Boggs of Atlanta told 
150 1949, 
said he expects to build 250 this 
Nathan Manilow 100 
houses under construction now com 
pared to 250 last year at the sam 
time. “Bill” Atkinson of Oklahoma 
City put up 1100 houses last year, 
says he expects to “equal that pace 
or even beat it,” in 1950. These 
were typical of the plans being 


laid. 


Despite new designs 


of building houses in 


vear. has 


materials, 





DAR STRINGALIOW 


Spokesmen for builders, lenders, veterans listened 
carefully to an argument for parity in interest rates 


Down to their shirt sleeves, a NAHB committee 
, one of their association’s many problems 


Beh 


Senator Harry Cain force- 


fully 


declaimed 


middle 


income housing bill, 
charged that banks have 


failed 


to defend 


dl closed doors, association leaders met to find 


solufions to problems and formulate general policy 


| ante 


“Compel a_ public 
Dickerman, 


about 


vote 


NAHB staff 


taking 


if you 
member 
local-level 


can,” 
» to 
political 


urged John 
a serious au- 


construction techniques, most build 
ers agreed that costs will remain 
about the same. As Bob Gerholz, 
NAREB’s president and leading 
realtor-builder of Flint, Michigan, 
put it, “The barometer for housing 
costs is labor wages and trends, so 
cial security, pension plans.” 


)\VEN though optimism reigned 

_4 in the convention halls, build 
ers knew that there were more 
storm warnings on the political 
front. Frank Cortright offered this 
keynote: “Our industry is riding 
the crest of the highest wave in his 
tory. It is a precarious position be 
cause Of the height of the wave and 
the speed with which it is moving. 
If you doubt that the high wave 
crest can crash, I suggest that you 
consider the cumulative effect of 
mily three immediate possibilities — 
if Congress does not promptly in- 
crease the authorization for Fannie 
May, for FHA Section 203, and if 
they kill-off or eliminate 505A 
loans.” 

Builders knew, too, that increas 
ing governmental intervention was 
threatening to paralyze their indus 
try. In the convention's opening ad 
Rodney Lockwood, NAHB 
president during record - breaking 
1949, said, “We are today engaged 
in a battle for the public mind. The 
cry for federal direction, for federal 
regulation, for federal control and 
for federal provision of houses, has 
not been coming from the average 
American. It is coming instead from 
a band of ruthless men, centered in 
the city of Washington.” Other 
warning notes were sounded by 
Senator Harry Cain (R-Washing- 
ton), Dr. Ruth Alexander, Dr. Ken 
neth McFarland. 

Behind closed doors, NAHB's di 
rectors decided to take steps to wipe 
out the bad publicity given the na 
tion’s home builders. It was Fritz 
Burns who offered a concrete plan 
to the Association a $200,000 to 
$300,000 jackpot for an all-out pub 
lic relations program planned by a 
specialist to “educate the people to 
the facts.” In a fiery delivery at the 
Wednesday afternoon general ses 
Burns told delegates, “After 
completing most 
we are accused of not doing a 
This establishes a new low for 
our industry’s public relations. It’s 
been fomenting in the minds of all 
of us and now we're going to do 
something about it.” 

Sut even as these political threats 
were reemphasized and were shown 
to be bearing down on their own 
industry, a few builders were heard 
to say that such a public relations 


dress, 


sion, 
our successful 
vear, 


job 
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program would cost too much 

that they couldn't afford it. They 
had been spending $2.40 each per 
year and that was enough, they said. 
Others knew that they could and 
would afford it if they wanted to 
save the freedom of their industry. 


NUCH things formed the main 

theme of convention hub-bub, 
but there was more much 
more ... to keep the record-break 
ing crowd busy. On two mornings, 
there were clinic sessions on prob 
lems closer to home. They heard 
about the various new methods of 
heating. They listened while ex 
perts told them how they could in 
crease the salability of their homes 
by modern wallpapers, paints, light 
ing methods and fixtures. They at 
tended sessions where experts ex 
plained the most efficient forms of 
cost accounting, taxation proce 
dures. They sat in on discussions 
about what political action could 
be taken at the local level. They 
crowded into rooms to ask ques 
tions about VA and FHA, about the 
best methods of managing rental 
housing. 

There was a new awakening to 
contemporary design as delegates 
jammed into the convention hall to 
hear builders and architects debate 
on what the people want in today’s 
houses. For the first time in general 
assembly, they took out paper and 
pencil and analyzed floor 
types of architecture. 
aloof any more 
of the “flat roof modern’ 
builders had sold them out 
much faster than the old Cape Cod 
stand-by. Earl Smith, builder of 
Berkeley, California, said, “The 
trend toward modern design is hav 
ing its effect on sales. Any buildet 
who, as we go forward, refuses to 
recognize this trend, may find him 
self in difficulty.” Some builders 
disagreed. Joe Merrion, Chicago de 
veloper, said that the builder is not 
a designer but a merchandiser and 
held that such details as privacy are 
overemphasized. He said that peo 
ple can only be sold when they ar 
ready to buy and that they not 
ready for modern design. 

At another real estate 
editors of 11i¢ tropolitan newspapers 
had an on-stage press conference 
with leading builders. The press 
wanted to know if HHFA’s Foley 
was correct in saying that the num 
ber of homes being built in the 
economy range was negligible. The 
builders had the the Fed 
eral Reserve that the 
average price of a home built pri 
vate industry was $8,000 last 


plans, 
They weren't 
about the accept 
ance 


some 


Session, 


figures 


+f yard’s 


year. 
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Then the newspapermen wanted 
to know about the mounting mort 
gage debt — wasn't it dangerous? 
“No,” said Eddie Carr of Washing 
ton, D.C. “Proportionate with the 
national debt, $35 billion is not 
much. That debt is going to be eas- 
ier to meet than in the °30’s because 
today the family spends only 12° 
of its income on housing debts. In 
1939, they paid 24°.” 

One editor wanted to 
“Can't the bathroom be_ placed 
more conveniently?” Fritz Burns 
said that the difficulty in part was 
the FHA requirements — two doors 
between kitchen and bathroom.” 
Another builder chimed in that the 
problem wasn't too serious, that 
rarely were emergencies that great.” 


know, 


ESPITE these interesting top- 
ics, headliner of the conven 
tion was the exhibition of some six 
hundred building products that 
overflowed convention headqua 
ters at the Stevens into the nearby 
Congress Hotel. Exhibits were jam 
med the first day. Exhibitors told 
Journal staffmen they were delight 
ed with the results. And builders, 
in turn, were well-satisfied with the 
new and improved products they 
saw, most of which were keved to 
make houses sell faster. 

Included among the new prod 
ucts were: a packaged chimney that 
can be erected in less than fow 
man hours; a double-glazed window 
that is raised and lowered simply 
by touching an electric plate; a com 
bination sink that acts as a clothes 
washer and dishwasher in addition 
to its regular functions; a counter 
flow furnace and a completely pack 
aged heating system; a roll-up kitch 
enette door; magnetic cabinet latch 
low-voltage remote control 
light switch. 


cs, a 


ry XO guide the Association during 
the coming vear, NAHB direc 
tors weighed industry problems 
carefully, adopted a policy stat 
ment announced the final day. 

High points of the statement 
“Home builders will continue to 
meet the housing needs of Ameri 
can families and will continue to 
demonstrate the vitality and flexi 
bility of the industry characteristic 
of, and possible only in, our Ameri 
can free enterprise system. 

“Guard against unwarranted at 
tempts to weaken or discredit this 
successful, self-supporting govern 
ment agency (FHA). 

“We urge that the budget of the 
Loan Guaranty Division of the VA 
be maintained at an adequate 
amount... if VA is to discharge its 


ov 
1g 
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responsibility to veterans on both 
Section 501 and 505 home finance 
ing. 

“We are opposed to the amend 
ments to Sec. 2246 which seeks to 
provide special financing for co 
operatives. These amendments en 
courage class distinction, tax favori 
tism, and financing that would 
weaken our entire tax structur: 

“The proposal (direct federal 
lending) intends to force the lend 
ing of funds at artificially low in 
terest rates and would only serve to 
drive from this field billions of dol 
lars now flowing into the produc 
tion of homes for America. 

“VA and FHA permissible rates 
must be brought into harmony 
FNMA can then revert to the use 
ful and necessary function it per 
forms before it was called upon to 
support an artificial and distorted 
interest rate structure. 

“We recommend the provision of 
a permanent device for the finane 
ing of rental housing by amend 
ment of Section 207 to provide 90°, 
loans and the modernization and 
streamlining of procedures to mak« 
this section workable. 

“We oppose its extension (rent 
control) and demand the abolition 
of the Office of the Housing Ex 
peditor. 

“We recommend that for income 
tax purposes a propel deduction be 
allowed for depreciation and for 
annual maintenance of owner-occu 
pied homes. 

“Established governmental agen 
cies concerned with housing should 
be given legislative authority suf 
ficient for at least three years’ ope 
ation to eliminate continual tur 
moil in the residential finance 
field. 

“We recommend that 
clearance) . . . be returned to the 
control of the local and state gov 
ernments as quickly as possible. In 
the meanwhile, we recommend that 
builders, in cooperation with local 
officials, actively to devote them 
selves to development of slum clea 
ance plans. 
adequate 


(sium 


In order to assure 
credit for private con 
struction of slum-cleared land we 
recommend FHA insurance fo1 
such projects up to 90° of repro 


duction cost, with emphasis on the 


lowest possible rent levels. 

“Based upon the will of the peo 
ple, as demonstrated in local elec 
tions, we demand the repeal of the 
Public Housing Act of 1949 

“Public interest must be aroused 
to the importance of building codes 
in order to remove 
SUrICctive 


unnecessary re 
provisions. 
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“How can we build and manage lower rental hous 
ing?” was just one of the questions handled by 
panel leader Nathan Manilow, aided by Smythe, 
Bohannon, Colton, seated; Starr, Meagher, standing 


Dr. Ruth Alexander, at- 
thor and columnist, told 
her audience, “We set 
out to Americanize Eu- 
rope. Instead, we have 
Europeanized America” 


Jim Downs, economist, 
forecast a dropping mar- 
ket unless builders can 
merchandise desirability 
in lower-priced housing 


Builders wanted to know more about perimeter and 
hot water radiant heating in this clinic session, led 


by Cail 


Boester, well-known 


housing 


consultant 





They Said at the NAHB Convention . . . 


x bene principal difficulties today 
_ are: 1) The disparity in interest 
rate between the FHA and VA 
loan; 2) The lack of a firm commit 
ment in the VA mortgage opera 
tion. 3) The failure of commercial 
banks generally to participate in 
construction financing of homes in 
their area.” 

Thomas Coogan 

Miami 


“Shutters still sell houses. Sure, 
there's not a darn bit of functional 
good which they perform. But 
neither is there functional good in 
a string of pearls around a woman's 
neck. Shutters make a house look 
like a home.” 

Rudolph Matern, 


Long Island 


Thomas P. Coogan 
President 


Frank Cortright 
Exec. Vice.-President 


“What's this about pearls? We 
all wear neckties but we don’t wear 
knee breeches and silk coats. We 
ought to be able to think of some 
thing besides shutters to make 
houses attractive. (After showing 
pictures of modern houses with but 
tressed windows, or spindle-like 
ornamentation) Houses like these 
have the necktie but in a fresh 
form.” 

John Highland, 
Buffalo 


“Don't be afraid to use gim-cracks 
in your homes, for they stimulate 
List nationallv-advertised 
brands. Dramatize the “third” bed 
room in the attic. In various places 
around the country, here is what 
some builders are doing. One is al 
lowing his buvers to trade their old 
home in on a new one, another is 
paving the moving costs of his buy 
while on the West Coast a 
builder has bought television time 
and is telecasting the construction 
of his homes.” 

Gates Ferguson, 
Celotex Corporation 


sales. 


crs, 


W. P. (Bill) Atkinson 
Ist Vice-President 


Nathan Manilow 
Treasure 
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“Will there be a continued and 
sufficient flow of capital funds into 
low-interest, liberal-term mortgage 
loans during the coming year? Bar 
ring unforseen development, the 
answer appears to be ‘yes’” 

T. B. King, 
Director, VA 


“Let's recognize what is going on 
in house design what might be 
called the “transitional house”, part 
way between traditional and mod 
ern. More open planning, large 
glass areas, lower roofs, built closet 
to the ground — that’s here.” 

Alan Brockbank, 
Salt Lake City 


“We ask prospects the features 
they like. In our homes, they can 
add or leave out various features. 
The things we have had most call 
for are colored plumbing fixtures 
and wood paneling.” 

Emil Gould, 
Miami 


“If mortgage interest rates are al 
lowed freedom to move upward 
and downward in accordance with 
the demand for and the supply of 
monev, many desirable 
quences will result.” 

L. Douglas Meredith, 
National Life Insurance Co 


conse 


Alan Brockbank 
2nd Vice-President 


iN] 


Joseph B. Haverstick 
Secretary 
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The Law Says 


By GEORGE F. ANDERSON 


N exclusive provided: “You have 
lS the privilege of purchasing this 
property if you so desire, title to 
said realty to be conveyed to the 
name of anyone you may desig 
nate.” Is this an “option” or is it an 
“offer’’? 

If the broker notifies the owne1 
that he has decided to buy the 
property, it becomes a binding con 
tract whether it’s an option or an 
offer. 

But suppose the owner sold the 
property to a buyer who had notice 
of the exclusive and after the deal 
the broker wrote, and said he exer 
cised his “option” to buy the prop 
erty? Would this create a contract? 

It seems to me that the use of 
the word “privilege” makes it an 
offer rather than a contract, par- 
ticularly in view of the fact that the 
exclusive was drafted by the bro 
ker and construed most strongly 
against him. When a contract is sus 
ceptible to two interpretations the 
interpretation most unfavorable to 
the party who drafted the contract 
will be adopted. 

I may be talking through my hat, 
but that’s the way it looks to me 


6 pw form of Guarantee that is 
on the reverse side of most leases 
is as follows: “In consideration of 
one dollar, receipt of which is here 
by acknowledged, the undersigned 
hereby guarantees the payment of 
rent and the performance by Lessee, 
his heirs, executors, administrators 
and assigns of the covenants of the 
within lease contained in manner 
and form as in said lease provided 

“WITNESS the hands and seal 
of the undersigned Guarantor this 

day of A.D. 19 
(SEAL)” 

Does this guaranty tell the truth? 
Is it for the sake of “one dollar 
that the guarantor guarantees the 
lease, or is it in order that the 
gets the lease? 

Then one dollar is not the real 
consideration, but a mere sham and 
formality, and is therefore no con 
sideration 

But can't show what the 
“actual” consideration is? A guar 
anty a promise to answer for the 
debt, default or miscarriage of an 
other and under the Statute of 
Frauds must be evidenced by a 
memorandum in writing. This is 


lessec 


you 


NATIONAL REAL EstTaTE AND BULLDING JOURNAI 


such a memorandum and cannot be 
varied by paral evidence. 

But is it such a memorandum? 
If it is, it should contain the names 
of the parties, which this does not. 
It refers to the lease, and the lease 
contains the names of the parties. 
Maybe this is enough. Yes, maybe. 

But it’s under seal. Won't that 
rescue us? When a contract recites 
a consideration, and is under seal, 
and the consideration fails, you can 
not take refuge in the seal. 

If one dollar is a valid considera 
tion, it must be paid, or there is a 
failure of consideration, and the 
recital that it has been paid is not 
conclusive in a contract as it is ina 
deed. 

I don’t like “heirs, 
administrators o1 


executors, 
assigns” in the 


and dry 


generally 
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guaranty, because while I'm willing 
to guarantee you, I draw the line 
on them. 


N drafting a lease, in which the 

lessee is to be given an option to 
purchase the premises it is not suf 
ficient to sav: “The lessee is hereby 
given an option to purchase said 
premises for the sum of $10,000,” 
but the terms and conditions of the 
sale must be fully set forth. 

In the case of Sander vs. Schwab, 
315 Ill. 628, the court said: “More 
over, the option did not, apart from 
and 
conditions of sale and is too indefi 


the price, specify the terms 


nite to be specifically enforced.” 
(Several cases cited.) 


They're still dry 
after eight years 


Because smart planning included the THORO System for 


protecting these housing projects, they are today, sound 





An extra room in every home, — 


if the basement room is Thorosealed 











37 YEARS OF TRIALS, 
TESTS AND CHANGES 
TO REACH PERFECTION 


Today, we supply to the 
construction industry pro- 
ducts of such merit and 
efficiency as heve become 
recognized § as 
being ideal for the function 
for which they were origin- 
ally designed. 


WATERPLUGK | 
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Standard Dry Wall Products 
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Delbert and Duncan Paschal believe 


Typical brick veneer home, measuring 28° 10" x 25' 7", 
strongly in the value of quality products 


which sells for $7300 with full basement and lot 











Establishes Quality by 
Featuring Nationally-Known Products 


oe 


“We find that the use of national Paschal Brothers now have 15 
ly advertised products is a tremen houses under construction, and halt 
dous help to us,” Delbert Paschal of these already been 
“Familics know that They make special invitations to 
products have been tested interested prospects to visit the sit 
proven. We talk up the leading and watch th They 
brands we use in every interview, keep at least one house open for in 
and we find that families recognize 
the potency of this argument. We 


' VEURING nationally-known 
products of quality is the best 
make 

that giving them 
top-flight value in your houses, ac 

cording to the experience of Del 
bert and Duncan Paschal, Louis 
ville project Although 
thes business 


way to prospective buyers have sold 


realize vou are SAVS. such 


and 
construction, 


builders spection on Sundays and one of the 


have brothers is on the 


been in only 


job to answet 


three vears, during which they have 
built 116 new homes in the $7,000 
to S10,000 bracket 
have 


two broth 
excellent 
reputation for honest values 


these 


ers established an 


Street scene in Standiford Place, 
in the 10,240 bracket were built by 


illustrate our discussions with liter 
ature from manutacturers, but most 
of all, we show prospective buyers 
the products being installed, o1 
actually in place in 


our homes 


where 100 new homes 
Paschal Brothers 
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questions 

This company features such na 
tionally-known brands as Curtis 
woodwork with emphasis on the 
weather-stripped Silentite windows, 


Paschal-built houses feature nationally 


advertised woodwork, other products 
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Mitertit« and 


sash and screen in 


trim 
the 
Briggs o1 


interiol storm 


same unit, 
American 


Standard plumbing fixtures, U.S. 


Carey rools, 


Gypsum sheathing, Armstrong lino 
leum, and West Coast fir. 


\long with stressing quality prod 
ucts and construction, these build 
ers believe their success is also duc 


to the following formula: location 
of their project within easy access 
of schools and stores; faithfulness 
in commitments to all buyers; use 
of power tools; training and supe 
of tabricatineg 


to avoid waste; 


vising of crews; us¢ 
the 
and construction of well-designed 
houses in a price 
afford to buy. 


sheds on site 


class families can 


During the construction period 
sheds 36-leet square are placed on 
the site, and are equipped with D« 
Walt saws, Porter-Cable Skill saws, 
work benches, and space for prim 
ing trim and cornice. So carefully 
is the work planned that no extra 
scrap lumber is left any 
Paschal-built homes. Last not 
a single day of work was lost, be 
cause schedules were 
that inside work was always avail 
able on inclement days 


around 
Vcal 


arranged so 


They 


men, and a trim crew ol four 


use a framing crew ol 20 


Both Delbert and Duncan served 
in the 
the 
was the first to be 


branch ol 
Delbert 
released, and cn 
When 


scrvice, 


famed Sea Bees 


navy during the wa 


tered the real estate business 
back 
the two started a modest project ol 
1946. The 
next vear they bought ground for 


Duncan came from 


16 houses in December 
Standiford place, and completed 40 
194. 
1949 


from 


brick-veneer homes in 


built 60 


new 
Here they 
These homes range in 
$10,250 to $10,400. GI 
100°, non-veterans 
80°; 


more im 
price 
buvers gel 


and get 


4 


West 
project 


loans, 
FHA loans. 
Indian T[razl, 
sell for $7,300. 


Paschal Brothers find 
ceptance for brick-vencer construc 
tion. They obtain the brick from 
Coral Ridge, Kentucky, about eight 
distant. They work 
with their lumber suppliers, Camp 
bell and Summerhaves, Inc., whos¢ 
representative. W. (¢ Wheatk 
services the project daily 


Homes in 


their latest 


ready -ac 


miles closely 


Paschal Brothers expect to build 


at least 100 new homes this year 





at 


subdivisions. 





Greater Value 


Lower Cost 


By economical, streamlined modular construction, 
Pollman Homes offers new low costs in a wide 
variety of attractive factory-built homes. Dis- 
criminating real estate builders and developers 
are finding that Pollman Homes, built by experi- 
enced craftsmen, increases the prestige of their 
For further information, write to 


Pollman Homes 


Manufactured and Distributed by 


THYER MANUFACTURING CORP. 


2857 WAYNE STREET, TOLEDO 9, 


Real Estate Continues 
To Hold Firm 


Irregardless of the fact that new 
construction is at a peak, demands 
for modernized and rehabilitated 
structures will continue to be great 

One of the reasons, maintains Al 
“bert M. Greenfield, president of Al 
bert M 
Philacke Iphia, is the realistic cost of 


No decrease 


be predicted, so many very useful 


Greenfield & Company 


new construction can 


buildings are remodeled and up 


dated to fit the uses of today 


\s long as this situation contin 


ucs, the values of real estate will 


hold their common-sense level 


Ata 


is 260°,, more than it 


time when our national in 


com was in 
1929, it is significant that the high 
est level of values reached yet is an 
exccedingly sound 50°, of the real 


estate values in the 1920's 


But nothing assures us more ol 
the firmness of real estate values 
than the that 
more people than ever belore hold 
debt-free, income - producing real 
And, still, the potential own 
er-group is huge 


realization today 


estat 


THE FULLY 


AUTOMATIC STOKER 





BEST 


x 





FOR AUTOMATIC 
HEATING AT ITS 


1. SAVES FUEL 
CUTS LABOR 
3. ENDS SMOKE 


4. CONTROLS 
TEMPERATURE pol by Winkler Stokers... 


Send today for amazing proofs 
fuel and labor savings 








Only Winkler 
has this fully 
automatic trans 
mission. 


onio 
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Free Booklet 


on request 


U. S. MACHINE CORPORATION 


see how your investment in a 
Winkler will pay a sensation- 
ally large return—actually pays 
for itself in fuel savings alone. 


KLER 


fly aiulomatic 
STOKERS 


DEPT. 5-030, LEBANON, IND. 
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( BUY 


WE WILL @ 


_ (LEASE 


HOTELS 


IN ANY CITY 


COAST TO COAST 
CANADA OR MEXICO 


Our representative will be glad to call and 
work with you. 


For satisfactory arrangements, utmost depend- 
ability and outstanding security WRITE or 
CALL COLLECT. 
H. J. DALDIN, 
REAL ESTATE DEPARTMENT, 
3500 BOOK TOWER BUILDING, 
DETROIT 26, MICHIGAN. 
"PHONE WOodward 2-5400 


WE ARE NOT BROKERS 
WE ARE HOTEL OPERATORS 











PRODUCT PROGRESS 


“Sculptured” Plywood for Interior Finishing 

Etchwood, the Douglas Fir plywood with the sculp 
tured appearance, has hardwood qualities. Selected 
sheets of plywood are passed through a machine that 
“scrubs” them with individually powered brushes un 
til the softwood fibers have worn away. 

These highly burnished sheets, says the manufac 
turer, Davidson Plywood & Lumber Company, Los 
Angeles, will take any finish applied economically to 
hardwood plywood. This new plywood is intended fon 
use wherever other dry-wall materials are suitable. 


Half-Round Shelf Added by Youngstown 


Designed to fit at the end of a breakfast bar is a 
half-round, rigid-steel shelf finished in rolled stainless 
steel trim and baked-on 
white enamel. The top 
matches the standard 
Youngstown Kitchen line, 
and the bottom of the 
shelf is recessed as are 
other Youngstown base 
units. Three shelves, sup- 
ported at the open end by 
a chrome-finished post, 
create space for applianc- 
es, potted plants, kitchen 
utensils. 


Stair Treads Measured Fast 


Measurements for stair treads and risers can now be 
taken for the first step only and transferred with the 
\utomatic Template to each successive step. The 
instrument, made by the Eliason Tool Company, 
Minneapolis, Minnesota, automatically adjusts to 
angle variations in the other steps with slight turns of 
the controlling handles. The Automatic Template 
can also be used for accurate wall-to-wall measure 
ments in closets, alcoves, on shelves. 


Picture Windows Ventilated 


Trimset Corporation, Seattle, Washington, has an 
nounced an aluminum louvre window glazed with 
crystal, plate, or insulated glass. The unit is construct 
ed of extruded, flash-welded sections for strength and 
rigidity. Louvres can be installed at top or bottom of 
unit, and their heights are variable. 

On the inside of the louvre is a glazed cover, hinged 
at the bottom, and fitted with a limit-stop 


New Idea in Fenestration 


Glass block and conventional double-hung win 
dows are combined into a single unit by American 
Structural Products, Toledo. The top section of the 
unit is made with light, directional, glare-reducing 
glass block. 

Normal vision is given by the clear glass of the 
movable sash which can be raised for ventilation 
Glass block has the same insulation value as eight 
inches of solid brick. 
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Automatic Weatherstripping 

Whenever a door fitted with the Sentry “Stop-A 
Draft” is closed, a pin projecting from the operating 
unit is pressed inward causing the weathershield to 
drop and shut out cold drafts, dirt, and noise, accord 
ing to the manufacturer. When the door is opened, 
this spring-loaded pin is released allowing the felt 
covered, metal shield to spring up clear of the floor 
covering. Further information may be requested from 
Sentry Company's distributors, Waterloo Sales, Cleve 
land, Ohio. 


New Hasplock Addition 


Master Hasplock No. 450-B is a new locking unit 
which combines a safety hasp, sliding bolt, and lam 
inated padlock in one. Made of hard-wrought steel 
plated with cadmium to prevent rusting, the various 
parts cannot become separated or lost. The hasp 
swings freely, however, and the unit can be used on 
a right or left door. 


Fire Alarm for Five-Room Home 


Detector units easily concealed between the walls 
of rooms and hallways in the home actuate a home 
fire alarm box if the temperature in the vicinity of on 
of the units rises above 150 degrees. 

In each detector is a metal link with a very low melt 
ing temperature. If the link melts, a 24-volt electric 
circuit is completed which sounds the alarm located 
usually in the master bedroom. Fires between-the-walls 
are detected if the plastic insulation on the wires 
melts, for this also completes the circuit. Internation 
al Morse Products, Cleveland, Ohio, manufactures the 
system. 


Dismiss your Mortgage W orries 


Leaders in Large Loans 
551 Fifth Avenue New York 17, N. Y. 
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FOR PERMANENCE WITH 
MINIMUM MAINTENANCE 
AT LOWEST COST... 


speclt 
alumin 


Lowest in price of all rustproof metals, alumi- 





ng 





num has additional superiorities important to 
all realty investment. Aluminum is non-staining 
..the years merely “weather” it to greater beauty, 
with no need for protective painting And alumi- 
num’'s capacity to reflect up to 95% of radiant 
heat makes it excellent insulation, either as roof 
ing and siding or inside walls and attic. For the 
latter applications, Reynolds Aluminum Refle< 
tive Insulation also provides maximum vapor 
barrier protection. Reynolds Metals Company, 
Building Products Section, Louisville 1, Ky. 
REYNOLDS Lifetime ALUM!NUM GUTTERS AND DOWNSPOUTS 
FLASHING * ROOFING ACCESSORIES + NAILS 
INDUSTRIAL CORRUGATED + WEATHERBOARD SIDING 
5-V CRIMP AND CORRUGATED ROOFING AND SIDING 
ARCHITECTURAL SHAPES 


REYNOLDS ALUMINUM WINDOWS 
Residential Casement, Fixed and Picture 


REYNOLDS Rey Kool ALUMINUM BUILT-UP ROOFING 
19” Selvage 


REYNOLDS ALUMINUM REFLECTIVE INSULATION 


REYNOLDS ALUMI-DROME 
(all-purpose pre-fab) 


— 
sensi 
we vou ste Rust 
vou KNOW ITs NOT 
aLuMinum 


REYNOLDS 
fotime ALUMINUM 


BUILDING PRODUCTS 


REYNOLDS ALUMINUM 


Pm mm — MAIL THIS COUPON ce wee me we oe oe ny 
1 Reynolds Metals Company, 3 | 
Building Products Section, 
2016 South Ninth St., Louisville 1, Ky 
From the listing above, | am particularly interested in the 
following products. Please send complete information 


Company 
Addres: 
City Zone State 


I 
1 
| 
l 
! 
! 
Nome Ti I 
1 
l 
! 
! 
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Among Ourselves 








builders didn’t relax in 
January in their record-breaking 
production drive. January starts 
topped 80,000, 60°% more than the 
same month in 1949. The previous 
high mark for January was 53,500 
in 1948. And total expenditures for 
all types ol construction came to an 
estimated $1.5 billion, more than 
$200 million greater than in Janu 
ary a vear ago 


Home 


. * * 


Whether or not Congress will ex 
tend federal rent control beyond 
the June 30th deadline 
moot question and probably will be 
right up to the last minute. As the 
time draws near, the battle is get 
ting hotter and hotter; Congress 
men being torn between economt 


is still a 


logic and socialistic votes. To date, 
been decontrolled, 
the rental 


S18 areas have 
nearly half of 
areas 

More and 
meanwhile, are taking decontrol ac 
tion. The people ol Virginia be 
came the seventh state to be freed 
when they overwhelmingly declat 


hations 


more COMMUnIICS, 


ed themselves against control in a 
vote late last month. 

But in some other localities, a 
blackjack is being used. The Inter 
national Association of Machinists 
threatened Congressional leaders 
that unless they committed them 
selves to extend controls, labor 
would up its wage demand for the 
1950 season. (As if they would for 
get wage hikes otherwise.) And in 
Nevada, the governor vetoed the 
appeal for decontrol from the city 
of Reno. 


As we go to press the middle-in 
come housing bill is still being toss 
ed hither and fro. Senator Taft 
championed the Federal Reserve 
Board’s statement that the program 
would be dangerously inflationary. 
Thomas B. McCabe, chairman of 
the Board, told the Senate Banking 
Committee he was “opposed to the 
bill as it now stands.” Despite oppo 
sition, the House Banking and Cun 
rency Committee may get its ver- 
sion of the government lending pro 
posal on the House floor soon. The 


Senate version of the bill is expect 
ed to come up for debate this week. 

Meanwhile, Fannie Mae has an 
nounced sales of $52 million in gov 
ernment insured mortgages, options 
to prospective purchasers for about 
$153 million more. Fannie Mae has 
inaugurated two new policies . 
one that purchasers may select thei 
own mortgages, the other that a 
veteran's credit report must accom 
pany all mortgages of supervised in 
stitutions such as in the VA pro 
gram. 

. * . 

Saws in prefabricated housing 
plants are humming a busier tune 
than ever before. After slumping to 
30,000 units in 1948 and slipping 
even lower in the early months of 
1949, manufacturer of prefabs re 
versed itself, resulted in an output 
of 35,000 by the end of last year. 

The 85 firms now active in the 
business plan an output of 50,000 
units for this year, crediting the 
“thrift” or “economy” house with 
the industrial comeback. At least 
75° of the industry’s output in 
1950 will be in the $5,200-$9,000 
bracket. Another big factor fanning 
the prefab flame is a changed atti 
tude among conventional builders. 
As one manufacturer put it, “Build 
ers are more receptive to prefabri 
cated homes than ever before.” 


NATIONAL REAL ESTATE SECTION 


For Business Opportunities — Motels 
COLUMBUS, OHIO 
Willard Piper, Ine 
Weber Road 


ISS Ludlow 1342 


METAL SIGNS, 14 x 20, Lots $.44 each 
Realtors Sign Service, Box 1022, Greenville, S.¢ 





NEW REFLECTING TYPE 
LOW COST METAL 
REAL ESTATE 


GLO-SIGNS 


e They're New! 
e They're Different 
e They're Practical 


QUICK SERVICE 


Write for sample, use 
your letterhead, Dept. R.S 





“WE SIGN THE NATION’ 


CTIVE DISPLAY ADV 


W ' Chicage 8. 1 


Syndicate will buy or take long term lease on 
centrally located retail properties having 25 ft. 
frontage and up in cities of 10, and over. 
Possession date immaterial. Brokers cooperation 
invited. Mitchell Realty Co., 276 Fifth Avenue, 
New York City. 


DO YOU WISH to have a dignified, profitable 
sideline among real estate men and home build- 
ers? For details write to Sales Manager, National 
Real Estate and Building Journal, Cedar Rapids 
lowa 


Attractive — Durable 
REAL ESTATE 


—— SIGNS — 


Are Your Best 
“SILENT SALESMEN” 


Write for Prices, etc. 
Use Your Letterhead, Please 


HERMAN SIGN COMPANY 


5355 Walsh St. St. Levis 9, Mo. 


Affiliate Member St. Louis Real Estate Board 








1000 ADV. PENCILS FREE 
1000 at regular low price 4 


2¢ ea 
35e. CLAYTON ADV.,. CARDIFF 


Training ror— 


FUTURE REAL ESTATE 


Brokers, Appraisers, Managers 
Investigate our Home Study and Residential 
courses in Estate. Includes all phases 
of the business. G.I. Approved. On-The- 
Job Trainees can take either course. 

FREE CATALOG Established 1936 


WEAVER SCHOOL OF REAL ESTATE 
Dept. RE 


with pte of 
ample doz 
N 


15 £. Pershing Rd. Konses City 8, Me. 








JOS. R. H. JACOBY, INC. 


Land Developers 
& 
Subdividers 


As a courtesy, all inquiries from 
Realtors will be given prompt 
attention without charge. 


155 WALNUT AVE. 


SANTA CRUZ, CALIF. 
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CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 


SALES 


@ ALBANY, N.Y 


Picotte Realty, inc 
120 Washington Ave 


@BUFFALO, N.Y 
William A. Larkin 
Company 
1! Niagara Street 


@ DENVER, COLO 


Garrett-Bromfield & 
‘ompany 
Security Building 


@ DENVER, COLO 
V. J. Dunton Realty 


oO 
410-10 Midland Sav- 
ines Bldg 


@KNOXVILLE, 
TENN 
Richards Real Fstate 
C 


0 
722 Market St 


@NEW YORK, N.Y 
Fass & Wolper, Inc 
7 East 42nd Street 
Main Street Proper- 
ties Anywhere in the 

A 


@ORLANDO, FLA 
Harlow G. Frederick 
Anywhere in Florida 


e TOLEDO, OHIO 
Schuster & Co 
George E. Schuster 
Gardner Building 


e@ WICHITA, KAN 
Russ Prater Com- 


pany 
137 North Main 


FOR EXPERT 


APPRAISAL SERVICE 


@COLUMBUS, OHIO 
William P. Zinn & 


o 
37 North Third St 


@CONCORD, N.H 


William E. Sleeper 
Realtor-Appraiser 


@ EAST ORANGE, 
NJ 


Godfrey K. Preiser, 
M.A.1. —S.R.A 
1 N. Harrison St 


@LOS ANGELES, 
CALIF 
Marshall W 
Taggart 
1636-1640 Wilshire 
Blvd 


@ MINNEAPOLIS, 
MINNESOTA 
Newhall 


A. 
519 Marquette Ave 


@ MINNEAPOLIS, 
MINNESOTA 


J. F. Sutherland, 
M.A 


17 East 24th Street 


@ NASHVILLE, 
TENNESSEF 
Biscoe Griffith Co 
—Since 1914— 
214 Union Street 
lenn.—Ky.—Ala 


@ NEWARK, N.J 
Harry ]. Stevens 
M.A.I 


478 Central Avenue 


@NEWARK, N.J 
Van Ness Corpora- 


tion, 

H. W. Van Ness, 
President 

24 Commerce St 


@NEW YORK, N.Y 
Henry Waltemade, 


ne 
369 Fast 149 Street 


@eNEW YORK, N.Y 
Scientific Appraisal 
Corporation 
7 East 42nd St 
$200,000 values and 
up only 


@ PHILADELPHIA 
PA 
Richard J. Seltzer, 
M.A 


12 South 12 Street 


eST. LOUIS, MO 
Oueo J. Dickmann, 
M.A 


1861 Railway Ex- 
change Bidg 


@ FOLEDO, OHIO 
Howard W. Etchen, 
M.A.I 


Ftchen-Lutz Co 


FOR LAND PLANNING 


@WILMETTE, ILL 
Mvron H. West 
916 Greenleaf Ave 


FOR IDEAL 


STORE LOCATIONS 


@ALBANY, N.Y 


Picotte Realty, Inc 
120 Washington Ave 


@AUGUSTA, GA 


Sherman-Hemstreet 
Realty Co 
801 Broad Street 


eBALTIMORE, MD 
B. Howard Richards 


Inc 
Morris Bldg 


@CINCINNATI 
OHIO 


Robert A. Cline 
nc 
1027 Enquirer Bide 


@DES MOINES, IA 
Donahoe Investment 


o 
Retail, Wholesale 
Industria 


@KANSAS CITY 
MO 


Moseley & Company 

Retail, Wholesale 
Industrial 

Suite 1111, Insur 
ance Exch. Bidg 


@NEW ORLEANS 
LA 


Leo Fellman & Co 
829 Lnion Street 


@®@OKLAHOMACITY, 


OKLAHOMA 


H. F. Bradburn 
Fidelity Bldg 


@OKLAHOMACITY 
OKLAHOMA 


1}. B. Klein, Inc 

P.O. Box B, 
Northwest Station 

Retail, Wholesale 
Industrial 


@OKLAHOMACTTY 
OKLAHOMA 


Tom Pointer Co 
14 Local Bldg 


eS!t. LOUIS, MO 


Isaac T. Cook Co 
N18 Arcade Bide 


@SARASOTA, FLA 
Don B. Newburn 
144 So. Pineapple 

Ave 

@eWASHINGTION 

D4 


Shannon & Luchs 


o 
1505 H Street, NW 


FOR PROPERTY 


MANAGEMENT 


@ANDERSON, IND 
A. L. McKee 
Anderson Banking 


Co 


eCOLUMBUS, OHIO 
William P. Zinn & 


o 
37 North Third St 


@eDENVER, COLO 
Garrett-Bromfield & 
Company 
Security Building 


eDFENVER, COLO 
V. J. Dunton Realty 


Co 
410.10 Midland Sav 
nes Bide 


e LOLEDO, OHIO 


Schuster & Co 
George E.. Schuster 
Gardner Building 


@ TOPEKA, KAN 


Greenwood Agency 
108 East Seventh St 


FOR FARMS 


AND RANCHES 


@ DENVER, COLO 
V. J. Dunton Realt 


am ’ 
400-10 Midland Sav 
ings Bidg 


@LOS ANGELES 
ALII 


( 
California-Nevada 


Compan 
412 W. 6th Street 


FOR CHAIN STORE 
LOCATIONS 


@ALLENTOWN, PA 
The Jarrett 
Organization R. C.. Blase 
842 Hamilton St 434 State St 
Specializing Fast 
ern Penna 


@eSCHENECTADY 
N.Y 


eCOLUMBUS. OHIO 
William P. Zinn & 


@SYRACUSE, N.Y 
Jackson M. Potter, 


o Inc 
17 North Third St 23) Fast Genesee St 


eTOLEDO, OHIO 
the Alf 


Company 


618. 20 Madison Ave 


Reuben 


FOR INDUSTRIAL 
SITES & PROPERTIES 


@ALBANY, N.Y @ MOBILE, ALA 
Picotte Realty, Inc thos. M. Moore 
120 Washington Ave Industrial Site Spe 

cialist 


@ALLENTOWN, PA 

The Jarrett e@OKLAHOMACITY 
Organization OKLAHOMA 

t42 Hamilton St j. B. Klein 
Specializing Fast P.O. Box B 
ern Penna Northwest Station 

Retail, Wholesale, 
Industrial 


Inc 


eCOLUMBUS OHIO 


William P. Zinn & 
Company 
7 North Third St 


@OKLAHOMA CITY 
OKLAHOMA 
Tom Pointer Co 
4 Local Bide 

@eCONNECTICUI 
AND VICINITY 
Nathan Herrup, Inc est. LOUIS, MO 


61 Allyn St Oo J. Dickmann 
Hartford M.A.I 


1861 Railway Ex- 

change Bldg 

@tmoinal 
KANSAS 
L. i. Hancock, Ine eSt. LOUIS, MO 
P 0). Box 947 


cITy 


Henry R. Weisels 
Company 


s18 North Pighth 


eINGLEWOOD 
CALIF 


Emerson W. Dawson @5AN JOSE, CALIF 
P.O). Box 555 thos. L. Mitchell & 
(Company 
7 BE. Santa Clara 
Ste 
@KANSAS CITY 
MISSOURI 
Moseley & Company 
Retail, Wholesale @SCHENECTADY 
Industrial N.Y 
Suite 1111, Insur R. ©. Blase 
ance Fach. Bidg 434 State St 








Rates for Advertising 
In the “Consult These Specialists” 
Department: 

Per 
Issue 
2 lines 12 issues $3.00 


$3.50 
$4.00 


50 cents per issue 


2 lines f, issues 
2 lines less than 6 issues 
\dditional lines 


No charge for city and state lines 














IN EVERY DETAIL 


In every detail CHAMPION 
Homes are inviting ... comfortable 
to live in —they have great 


appeal and are easy to sell! 


Everywhere people are asking 
about these two and three 
bedroom Homes that afford 
quality-styled living and 

still fulfill the demand for 


low-cost Homes. 


This winter Gunnison dealers have 

made more sales than at any other time 

in the 15 year history of Gunnison Homes. 
The Spring of 1950 will bring an even 


greater sales-high. 


New territories are being opened and 
we invite inquiries from those having 
sound financial standing and ex- 
cellent references. For complete 
Dealer information regarding Interim 
Financing, Advertising, Sales Pro- 
motion services, and direct aid 

from District Sales Managers... 


write to New Dealer Division No. 2 


NC 


UNITED STATES STEEL Uss CORPORATION SUBSIDIARY 


NEW ALBANY, INDIANA 





